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Chalk Line—Made from o strong fine cotton 


Braided Cord — A strong cord which will 
yarn but softly twisted to hold chalk. 


not kink or unravel. Used as Mason's Line, 
Awning Cord, etc 





Twisted Mason's Line — Similar to Chatk 
Line but put up in connected hanks. Used 
as Chalk Line, Loyout Line, et 


Venetian Blind Cord—Made of the highest 
quality fine plied yarn. This is the best blind 
cord made. Available in a wide assortment 
of colors 


Sash Cord—A remarkably strong, long last- 
ing cord. A tough cord for tough jobs. 





Cable Cord. An excellent grade of medium 
loid 8's yorn seine twine. Packaged in a 
transporent Snap-Sack which disploys, pro- 
tects and makes each ball immediately 
evoiloble. Wrapping twine also availavie in 
Snop- Sacks 
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CORDAGE 
JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET + NEW YORK 8, N. Y. 
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This ingenious time-and-money saver permits 
adjusting the strike to eliminate door rattling and 
compensate for misalignment or warpage. All this 
is accomplished without cutting a new mortise. A 


built-in locking device holds strike firmly after 
adjustment. 


YOU CAN SELL 
THIS FEATURE Finger- 


It saves valuable time for skilled Tip 
hands, eliminates expensive call backs, 


provides lasting extra convenience, A djus tm en t 


and is furnished with all Kwikset “600” 

line locksets. LOOSEN SCREW. 
ADJUST LIP. ees 
TIGHTEN SCREW. 
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The Only Lock with All these Features 


* Six pin tumbler security + Feather-touch knob action 

* Two-way locking action * Equi-distant knob projection 

« All steel and brass construction * Elimination of cylinder reversing 
* Full 4" latch bolt throw * Unconditional guarantee 


Gums aff Finer Bock for Finer Homes” 


KWIKSET SALES AND SERVICE COMPANY * ANAHEIM, CALIFORNIA 
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Al M for EASIER STRAPPING of bundles with 


Case Edwards, 

a Acme Idea Man in 
New York City, 

helped work out 

this modern steel 
strapping method. 


ask your 
“Acme Idea Man 
to help solve your 
problems 





Acme Steel Pneumatic Tools 


Acme Steel Strapping methods are saving time, and material costs 
and reducing employee fatigue at the Newark Plaster Co., 

South Kearny, N. J. Acme Steel Pneumatic Stretchers (Idea No. 424) 
tension the strapping on three-ton bundles of 4’ x 12’ wallboard 
with a minimum of effort or delay. Under this modern method 

of strapping, there is no guess work. The pneumatic stretchers are 
set in advance for uniform, consistent tension. And, because 

the bundles of Old Newark Gypsum board are firmly secured, 

they are shipped without pallets. Board breakage is minimized. 


Your Acme Idea Man is prepared to analyze your packaging and 
shipping operations and to give you a demonstration of 
Acme Steel Strapping methods. Cail him. Or write, 


Acme Steel Products Division, Dept. YA-94, Acme Steel Company, 
2840 Archer Avenue, Chicago 8, Illinois. 


Al M For Safe, Lower-Cost Shipping 
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VANCE PUBLISHING CORP., 
EDITORIAL AND EXECUTIVE OFFICES, 
139 N. Clark Street, Chicago 2, Ill. 





PUBLISHER 


HERBERT A. VANCE 
A. W. BOULTON, Assistant to Publisher 


EDITORIAL STAFF 


ARTHUR A. HOOD, Editor 

RICHARD W. DOUGLASS, Executive Editor 
GORDON J. LAWLER, Managing Editor 
ROBERT Y. KERR, Washington Editor 
DONALD O. CARLSON, Associate Editor 
GEORGE F. VAN ZEVERN, Production Editor 
WALTER VENEIGH, Associate Editor 
ROBERT E. RUSSELL, Associate Editor 


BUSINESS STAFF 


W. G. SIMPSON, Manager 

GENE BURROUGHS, Advertisers’ Service 
LOUISE PLISKA, Advertising Production 
A. M. SCHWAB, Classified Advertising 


DISTRICT MANAGERS 


NEW YORK 17, Tom Lindsey, Bob Monetti, 
Room 5622, Grand Central Terminal, 70 E. 
45th St., Murray Hill 3-8333 


CLEVELAND 15, Hal Hursh, Room 405, 
2123 E. 9h St., Prospect |-3235 


CHICAGO 2, Clair Heyer, Duke Lynch, Bruce 
McGregor, Thomas F. Hannon, Financial 
6-5380 


ATLANTA, T. L. Williams, 1000 Bouldercrest 
Drive, S. E., Dixie 5829 


WEST COAST—Chas. W. Hoefer, 10800 Mag- 


dalena Rd., Los Altos, Callf., Whitecliff 
8-3237 


CIRCULATION DEPARTMENT 


ELMER O. OLIN, Manager 
E. B. CUNNINGHAM, Service 





AMERICAN LUMBERMAN & BUILD 
ING PRODUCTS MERCHANDISER is 
published every other Monday by 
American Lumberman, Inc., 139 N 
Clark St., Chicago 2, Ill. Subscriptions 
one year, U. 8S. and Canada, $4 (26 
issues), $6 for two years, $8 for three 
years. Foreign $15 for one year. Single 
current copy, 50¢, back copies $1, except 
Dealer Products File which is $2. En- 
tered as second class matter October 2, 
1946 at the Post Office at Chicago, I)li- 
nois, under the Act of March 3, 1879 
Copyright 1954 by American Lumber- 
man, Inc 
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Newscast Late and Important Industry Trends........ 
Dealers’ News in Brief 

Report from Washington 

The Lumber Market at Press-Time 


Editorial 


A Study in Contrast and a Key Point in Policy 


Features 


King-Size Inventory Encourages One-Stop Shopping 

New Product Ammunition for More Siding Sales 

Wallpaper Display Boosts Farm Trade 

Sells Building Materials with Rental Tools 

Cowboy Disk Jockey Helps Sell Over 30 Home 
Improvement Jobs Each Month 

Bargain Barn Converts Odds-’N-Ends to Profits 

ADservice — Pictures at Work for You 

Dealer Designed Home has Exposed Beams 

Signs That Sell in North Dakota 

Signs That Sell in Michigan 

Signs That Sell in Kansas 


Departments 


Among the Dealers 
Manufacturers in the News 
New Building Products 
What’s Your Answer‘ 

New Sales Aids 

New Equipment 

New Literature 

Catalog Information 
Classified Advertising 
What’s New Coupon 
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The Frost mill at Huttig, Arkansas, cut its first log in 1904, 
To move all the lumber shipped by this mill during its 
first half-century would take a freight train extending from 
Huttig to Pittsburgh. 

On its Golden Anniversary, Huttig stands at the thresh- 
old of still better things to come. Its heritage of wisely- 
harvested, self-perpetuating timberland provides a never- 
ending supply of logs. Its nearly-completed modernization 
program assures you maximum efficiency, quality and 
service in the tradition of good craftsmanship that marks 
all Olin products. 

It is indeed fitting that this year on Huttig’s Golden Anni- 
versary we introduced the Frost Golden Pine trademark — 
a tribute to the past, a promise for the future. 


een 
HUTTIG MILL ros 


FOREST PRODUCTS DIVISION OF OLIN INDUSTRIES, INC. | 
SHREVEPORT © LOUISIANA 








& of * Frost Golden Pine * Flooring * Hardwoods * Treated Materials * Outdoor Furniture 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


NEW FHA REGULATIONS ARRIVING. The third and final act on Washington's 1954 hous- 
ing stage is now underway. After discussion and passage of the bill 
the new regulations are being written. The major FHA activity--the 
"for sale" housing field under Section 203--has already been written 
and distributed. There are still clarifications to be issued with ref- 
erence to the provision that builders must provide purchasers with a 
copy of the FHA appraisal prior to sale. 


TIMETABLE FOR OTHER FHA ORDERS. Multi-unit rental housing under Section 207 will 
be covered by regulations now being mailed. Section 213, cooperative 
housing, will follow shortly. Serviceman's special FHA 95% insurance 
has been tagged for September 15. The warranty on all FHA and VA homes 


will go into effect October 1. A revamped Fanny May will be ready for 
business November l. 


DIRECT VA LOANS EXTENDED. Some $37% million per quarter of additional funds have 
been made available through June 30, 1955, on the direct home and farm 
house loan program of the VA. These funds are still available only in 


semi-rural areas where private VA funds have been demonstrated to be 
unavailable. 


EASY MONEY IMPROVING BUSINESS. Home building and retail sales are two mainstays 


of the nation's economy but other fields are doing well, too. The 
travel business has never been better. Air conditioning volume is up 
30%. The easy money policy is at the bottom of the current, across- 
the-board improvement. The low interest rates, along with the new 


housing act, will sustain the current high rate of both building and 
business generally. 


BUILDERS ARE DOING ALL RIGHT. While the cost trend for construction is moving up 
again the builders are not too disturbed. Home builders are now oper- 
ating at margins that enable them to absorb modest increases. Profits 
average from 10% to as much as 25%-30% per house. Sales are brisk to 
both veterans and non-veterans. 

COST INCREASES SHOULD BE MODEST. No marked rise in building material prices 
appears imminent. Some items have advanced. Steel was raised $3 a ton 
but the jump was largely absorbed by wholesalers or dealers. With the 


strike near the end, few expect lumber price boosts. Labor seems more 
Stable in the building trades. 


BRIDEGROOM SHOWER IDEA. American magazine has come up with a new idea to sell 
tools and other items needed in a home. It's simple enough--a shower 
for the groom to see that he gets started right on his man-about-the- 
house chores. Write us for dstails. 

"MAKING THE BEST BUY ON LUMBER." That's the title of a new folder prepared by 
the Lumber Merchants Association of Northern California for their 
dealer members. The folder tells the consumer about grades, quality and 
how to tally lumber. The information on tallying is especially im- 
portant because in California "short tallies" delivered by fast-moving 
trucks and backyard dealers has became a serious problem. 

(continued on page 9) 
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Mack Trueles 


are a definite asset 
to our growth 
and progress...’ 


That’s the way George T. 
McCarthy, president of 
The Silliman & Godfrey Co., 
of Bridgeport, Conn., feels 
about his present fleet of 
Mack trucks and about the 
Macks his firm has purchased 
through the years. 
Commenting on his recent 
purchase of two Mack Model LJ six-wheelers, 


he says: “The foresight of Mack engineering has 


given us trucks particularly adapted to the severe 


(To obtain more data on advertised products see page 82) 


demands of concrete-mix operations. We have 
been especially impressed with the Mack engine 
and the Mack bogie, both of which are unequalled 
for this type of service. Our drivers have often 
remarked about their feeling of safety in knowing 
that reserve power is there when you need it.” 
As in the case of The Silliman & Godfrey Com- 
pany, Mack trucks can be a definite asset to 
the growth and progress of your business, too. 
Get the full story from your nearest Mack branch 
or distributor. Mack Trucks, Empire State 
Building, New York 1, New York. 
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NRLDA Ready with Giant Exposition 


The first exposition sponsored 
by the National Retail Lumber 
Dealers Association is rapidly tak- 
ing shape. In many sections of the 
country panel members were pol- 
ishing their presentations and 
hundreds of exhibitors were com- 
pleting special displays. The 
Kingsbridge armory in New York 
City where the exposition will be 
held October 2-10 was being deco- 
rated and banners were going up 
at all entrances. 

After the grand opening on Sat- 
urday afternoon, October 2, the 
exhibits will remain open daily to 
dealers and the general public 
through Sunday, October 10. Dem- 
onstration and clinics will begin 
Monday, October 4. 


For just $5 a dealer will be en- 
titled to attend the exposition any 
number of times. The fee also in- 
cludes admission to all of the three 
marketing forums, the Lu-Re-Co 
construction demonstration, the 
retail store exhibit and the ma- 
terials handling demonstration. 

Special optional fees have been 
established for three clinics that 
will go into the details of vital 
dealer subjects. Both the materi- 
als handling clinic and the retail 
store merchandising clinic will 
each cost $25. The Lu-Re-Co clinic 
will be $10. The package price of 
$45 is offered for all three clinics 
and the price includes an industry 
reception to be held Monday eve- 
ning, October 4. 





Kingsbridge Armory 


Building Products Exposition 
Materials Handling Demonstration 
Materials Handling Clinic 
Materials Handling Clinic 

Retail Store Merchandising Clinic 
Lu-Re-Co House Demonstration 
Marketing Forums 

Model Rooms of 1955 


Commodore Hotel 


NRLDA's Executive Committee Meets 


Managers of NRLDA's Federated Associations 


NRLDA's Board of Directors 





EXPOSITION will be held in the Kingsbridge armory which has 180,000 square 
feet of floor space, plus 40,000 feet in the corridors. The armory is easily reached 
by subway or cab from downtown New York City. 
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Los Angeles Averts 
Lumber Worker Strike 


A strike threatened by 10,000 
Los Angeles lumber workers was 
narrowly averted when employers 
offered a last-minute wage in- 
crease of 5¢ an hour. 

The 5¢ offer, the first made by 
employers since negotiation start- 
ed several months ago, also includ- 
ed a proposal to extend the agree- 
ment for a 2-year period, instead 
of one as before; extension of the 
health and welfare plan, plus other 
fringe benefits. 

The lumbermen were poised to 
strike 592 yards, planing milis, 
sash and door factories, frame 
shops and handling docks. 


Says Nation Needs 
1,400,000 Homes Yearly 


An annual volume of 1,400,000 
new homes will be required for the 
next 10 years, if the nation is to be 
adequately housed, according to 
John M. Dickerman, executive di- 
rector of the National Association 
of Home Builders. 

Dickerman, who addressed the 
mortgage lending clinic of the 
United States Savings and Loan 
League at the Edgewater Beach 
Hotel in Chicago, said that many 
persons feel that the demand for 
new homes wiil sharply decline in 
the remaining years of this decade. 

“This argument, based solely on 
the low level of births in the 
1930’s, which in turn affects the 
level of marriages and new fam- 
ily formations in the 1950's, is 
false and ignores many aspects of 
our housing problem,” he pointed 
out. 


instalment Buying 
Increased in July 


Consumers bought more on the 
cuff in July than they normally do 
in that month, the Federal Reserve 
Board reported. 

This was the second straight 
month that consumer instalment 
credit expanded “more than sea- 
sonally,” according to officials. 

Instalment credit in July rose 
$124 million over June to reach 
$21,246,000,000 at the end of the 
month. This was $242 million more 
than a year earlier. 

Administration economists, who 
are closely watching business 
sales, also expressed satisfaction 
over the rise in consumer credit 
buying. 

Loans for repairs and moderni- 
zation for the month of July came 
to $1,566,000,000, up $23,000,000 
from July 1953. 
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Lumber Strike Armistice Reported 


Thousands of AFL union lum- 
bermen are returning to their jobs 
in the Pacific northwest after ac- 
cepting an armistice proposal from 
the governors of Oregon and 
Washington. 

The strike still is not settled but 
the governors have suggested the 
men go back to work while a fact- 
finding committee investigates the 
issues. 

Lumbermen’s Industrial Rela- 
tions Committee, Inc., an employer 
negotiating group in Portland, re- 
ported more than 4,000 AFL work- 
ers have ratified the governors’ 
pact and “probably 75%,” accord- 
ing to a spokesman, returned to 
work August 30. 

The back-to-work move appar- 
ently was slowed by the statement 
of Kenneth Davis, secretary of the 
AFL union’s Northwest Council, 
that “many union locals have been 
misled to believe we have an agree- 
ment based on the governors’ for- 
mula. Until the pine operators 
agree to participate, we have no 
agreement—period.” 

The governors’ proposal calls for 
a 7-person fact-finding committee 
representing employers, labor and 
the public to investigate issues of 
the strike. 

The ClO International Wood- 
workers of America policy com- 
mittee will meet to consider 
whether the union should partici- 
pate in the governors’ proposal. 
IWA officials indicated following 
a meeting with employers and 
governors that final approval of 
the proposal by a vote of union 
members would be necessary. The 
AFL has an estimated 28,000 work- 
ers on strike in the Pacific north- 
west and the CIO 25,000 to 30,000. 


Strikes Settled at 
U.S. Plywood Mills 


Four of the six mills on the Pa- 
cifie coast which supply United 
States Plywood Corp. with its fir 
and pine plywood are now back in 
production, 8. W. Antoville, presi- 
dent, has announced. Approximate- 
ly 85% of the corporation's nor- 
mal supply of fir plywood is again 
available, he said. 

Mills which have settled with 
the union after a 10-week strike in- 
clude the company’s Shasta opera- 
tion in northern California, at 
which Novoply panels made from 
wood chips and flakes are pro- 
duced, as well as fir and pine ply- 
wood and lumber. The Cascades 
Plywood Corp. mill at Lebanon, 
Ore., with which U.S. Plywood has 
an exclusive sales contract for its 
output, has also settled with the 


AFL union and resumed produc- 
tion. 
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Worker-owned cooperative mills 
at Peninsula Plywood Corp., at 
Port Angeles, Wash., and Mutual 
Plywood Corp., at Eureka, Calif., 
whose output is taken by U. 8. Ply- 
wood, were not struck and contin- 
ued in operation throughout the 
strike. 


New FHA Revisions 
For Kitchen Cabinets 


Minor changes in the shelf 
height of kitchen wall cabinets 
must be made to conform with new 
FHA regulations. 

FHA’s Minimum Property Re- 
quirements, revision No. 48, states 
that “shelving over six feet from 
finish floor line shall not be count- 
ed in required shelving,” effective 
November 1, 1954. This means that 
the standard 18” high wall cabi- 
nets have been lowered 1%”. This 
will put top shelves of 18” cabinets 
on a line with those in 30” cabi- 
nets. 

For new construction governed 
by FHA regulations, the recom- 
mended installation height is now 
82”, rather than 84”. Another 
change effective September 1, in- 
creases the minimum storage in 
“properties of one or two living 
units.” This insures larger FHA 
kitchens in all new construction. 


Five Dealers to Get 
Brand Name Awards 


Five building materials dealers 
will be among the 125 retail firms 
to receive Brand Name Retailer- 
of-the-Year awards at next April’s 
Brand Names Day dinner to be 
held in the Grand Ballroom of New 
York City’s Waldorf-Astoria Ho- 
tel, according to Henry E. Abt, 
president, Brand Names Founda- 
tion, Ine. 

An all-retail panel of 25 judges 
will pick the 1954 winners. Mem- 
bers of the panel will include rep- 
resentatives of 25 retail firms 
which won top Brand Name Re- 
tailer-of-the-Year plaques at the 
last Brand Names Day dinner. 
Among them will be Lawrence W. 
Johnson, president, Johnson Cash- 
way Lumber Co., Omaha, Neb. 
Johnson Cashway was named 
Brand Name Retailer-of-the-Year 
for 1953 in the building materials 
field. 

There is no cost or fee for a 
retail firm to file an entry. All that 
is necessary is the filing of a com- 
pleted entry form on which the 
firm describes its past, current and 
future advertising and promotion 
on brand themes. No samples, 
tearsheets, scripts or window 
photos are required with the entry 
form. Deadline for entries is De- 
cember 3, 1954. Entry forms are 
available from the Brand Names 
Foundation, 37 W. 57th St., New 
York City. 





FHA to Force Return 


The government has begun to 
comb its list of builders who made 
“windfall” profits from apartment 
projects to determine which of 
them can be forced to repay “ille- 
gal” gains. 

Albert Cole, housing and home 
finance administrator, said build- 
ers will be forced to repay “wind- 
falls” made through “violations” 
of the government’s rules for such 
projects. 

The government will move in 
under a provision of the 608 con- 
tracts which gave Uncle Sam pre- 
ferred stock in the projects. It 
plans to oust resent directors of 
the operating corporations, and 
name some of its own. 

Then the government would sue 
the corporation that built the proj- 
ect for what it considers the 
“windfall” profit. The corporation, 
in turn, may take court action to 
get back any funds it distributed 
to individual stockholders. If the 
money is recovered, the govern- 
ment would use it to reduce the 
outstanding loan. As rents are 


of Windfall Profits 


based on the mortgage, a smaller 
mortgage would mean lower rents, 
according to officials. 

Federal investigators will be 
searching through a list of some 
1,149 projects where builders are 
supposed to have made big “wind- 
falls” by pocketing the difference 
between an oversized Federal 
Housing Administration - insured 
loan and the actual cost of build- 
ing the project. The Internal Reve- 
nue Service, on the basis of tax 
records, has estimated that build- 
ers of these projects made “illegiti- 
mate” profits of some $65 million. 

-Mr. Cole said that the Adminis- 
tration has already cracked down 
on one builder and that this “deci- 
sive action” will be the beginning 
of a “pattern” to be followed in 
future “windfall” cases. 


The builder is Sidney Sarner, 
president of 13 large Fort Lee, 
N. J., rental housing corporations. 
Housing officials charged “viola- 
tions” of the corporate charters of 
the 13 separate corporations joined 
together as “Linwood Park, Inc.” 


September 20, 1954, AMERICAN LUMBERMAN & 





Julia and Joe Bencomo 


‘We chose CH NMAMEL 
oVe all other bramde- because... 


SAYS TEXAS BUILDING MATERIAL SUPPLY DEALER 








HERE ARE 17 ways 


CHI-NAMEL HELPS DEALERS 


GET CUSTOMERS: 


Color Planning Studio 
Architect's and Contractor's 
promotions 

Industrial promotion 

Schoo! board promotion 
Farm promotion 
Newspaper ads 

Radio announcements 
Special Mailings 

List Mailers 

Tabloids 

Special product promotion 
House-to-house soles 
Novelty Sales Stimulators 
Dealer Stationery 
Statement inserts 

Special sale promotion 
Specicl Consumer promotion 








ChiNamel 


PAINTS 
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HENRY S. OPPENHEIM’S, INC. 
YSLETA, TEXAS 


“Immediately after Henry S. Oppenheim’s, Inc. re-opened its doors a few 
months ago, representatives from practically all paint manufacturers 
called on us. After listening to their almost identical presentations we 
couldn’t decide on which paint line to carry, They only had a name and 
sometimes national advertising to offer. We wanted more. We wanted 
a quality line that would be profitable... one whose manufacturer would 
give us every possible help to merchandise the product locally, When 
Chi-Namel’s representative called on us and outlined the Chi-Namel 
program and demonstrated Chi-Namel products, we knew we had 
found the paint line we wanted. Chi-Namel’s quality and price features 
have made many friends for us.” 


HOW MUCH NEW BUSINESS DOES YOUR PAINT LINE PRODUCE? 


Your paint line is probably a good one, but not all customers ask for 
paint by its brand name. The big question is not how well known is 
your paint line, but rather how many new customers does it actually 
bring into your store. Testimonials from Chi-Namel dealers everywhere 
prove that Chi-Namel’s high quality products, promotions and services 
bring in many new paint customers... customers who buy other mer- 
chandise as well. 


CHI-NAMEL PAINT & VARNISH CC. 
1101 Third St. So., Minneapolis, Minn. 


Please Send Me The Chi-Namel Story 
Nome___ 


Address 
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WON'T ROT WHEN IT’S Maya 


a fungi, which break down the substance of wood 
are microscopic and abundant. But they need WARMTH and 
DAMPNESS to develop. Dampness will also peel off paint, 
crumble plaster, cause iron and steel to rust. 














Some insulations can promote and retain destructive condensa- 
tion inside walls and other structural spaces. Warmth and vapor 
can flow through asphalt, paper, plaster and most building mate- 
rials, including ordinary insulations. Vapor condenses when, upon 
striking a colder surface, the air reaches a dew-point. 























An empty space, the best insulator against heat flow by Con- 
duction, does not prevent heat flow by Radiation and Convection. 
Of all heat transferred through structural spaces, about 50% to 
80% is by Radiation; all but about 7% of the rest is Convection. 
The surfaces of multiple accordion aluminum sheets have a reflec- 
tivity for heat rays of 97%; absorptivity and emissivity of only 
3%. The aluminum and fiber layers retard Convection. Conduc- 
tion is slight through the preponderant low density air spaces. 











The tough aluminum sheets used in multiple accordion alu- 
minum are impervious to water vapor, and are long and con- 
tinuous. Infiltration under flat, stapled flanges is slight. 





Where multiple accordion aluminum is used, fortuitous vapor 
and water (for instance rain) which intrude into wall and similar 
spaces will gradually flow out as vapor through exterior walls and 
roofs as pressure develops within, because vapor flows from areas 
of greater to less density. The vapor cannot back up through the 
continuous, impervious aluminum, so it flows out because exterior COST OF EDSE-1O-EDC8 wwe 
walls and roofs have substantial permeability in comparison with Multiple Aluminum Insulation 
aluminum, far greater than the required 5 to | ratio. installed in new construction between 


wood joists, material with labor 
To obtain MAXIMUM, uniform-depth protection sy ' 

against heat loss and condensation rane ron it is Vupaiey. Here Tae ae F 
necessary to use the new edge-to-edge multiple Type 4-S under 74¢ sq. ft. 
alumipum*, each sheet of which stretches from 
joist to joist, and also all through the flanges for 
further vapor protection as well as permanent at- 
tachment of each sheet. 


Ce ee 


INFRA INSULATION, INC. | 
525 Broadway, N. Y. C., Dept. U-9 


The U.S. NATIONAL BUREAU OF STANDARDS brochure: 
“Moisture Condensation in Building Walls,” discusses vapor and 
heat flow, and the causes and prevention of condensation. Use the 
coupon. Get a copy at our expense. 


“Moisture Condensation in Building Walls.” 


Name 





r 
l 
J] Please send () Samplesof Infra ()N.BS. pamphlet | 
l 
l 





*Patent applied for. Address. 
i Firm 





INFRA INSULATION, INC., 525 Bway., New York, N. Y. L J 
ed 


(To obtain more data on advertised products see page 82) September 20, 1954, AmeRIcCAN LUMBERMAN & 





Report from 


Washington, September 18 


Clement D. Johnston, President 
of the Chamber of Commerce of 
the United States, told a small 
group of business correspondents 
recently about several problems and 
factors his big organization has on 
its mind. One had to do in special 
ways with construction. 

The Chamber’s interest in con- 
struction is comprehensive; covers 
the whole field, from the builder’s 
concern over materials, loans, labor, 
house design, and building codes, to 
the problems of heavy construction, 
and from there on to the sky-filling 
national economic pattern, with 
which every kind of construction 
and in fact every kind of business 
must adjust itself. Or else! 

The Chamber issues periodic re- 
ports prepared by the Construction 
and Civic Development Department 
Committee. These highly useful 
documents, issued under the title 
of “Construction Markets,” deal 
with facts a building products mer- 
chant needs. The current number 
has to do with “New Government 
Impacts on the Housing Market” 
and deals especially with the new 
Housing Act and with some shifts 
in Federal credit policies. 


Expanding Cities 


But President Johnston’s infor- 
mal comments had to do in the main 
with those affairs that an individual 
dealer can’t influence much but with 
which he has to conform and about 
which he needs to know in advance. 

The Johnston comments dealt in 
large part with a coming population 
dispersion; which means a new 
study of residence suburbs, a much 
expanded highway system, new 
methods of passenger transport, the 
dispersion of industrial plants and 
the like. 

A good many city planners and 
population experts think these 
things are unavoidable; and, if they 
are, it’s no use saying our indus- 
try isn’t interested. We have to be 
interested. Fifty years ago, manu- 
facturers and retailers of buggies 
had to be interested in the new- 
fangled motor car. Not the same 
problem; but it may give you an 
idea. 

Several factors are making for 
population shifts. One already op- 
erating is industrial plant dispersal, 
prompted in part by the atomic 
threat and the effort to avoid mak- 
ing any one place a fat industrial 
bombing target. 

It’s not the same as industrial re- 
location; which might involve mov- 
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ing an entire factory from one state 
to another. Instead, it usually means 
the building of a new factory unit 
a dozen miles in the country, in- 
stead of next to the older buildings. 

This is likely to involve housing 
units not too far from the new 
plant. It means “open planning;” 
giving to each house more yard 
space, front and back, also the de- 
signing of highway grids so that 
workers don’t have the frustrating 
experience of getting their cars 
through rush-hour traffic. It means 
ample parking space at the factory. 


Traffic Problem 


This choked traffic, so Mr. John- 
ston says, causes some industrial 
states to lose industrial plants; 
without special regard to the danger 
of air attacks. A dense factory area 
means industrial trucks slowed to 
a walk or to a crawl; causing a good 
many frustrated plant managers to 
move their entire factories to other 
States. Some of this traffic conges- 
tion can be remedied by means of 
by-pass highways, truck roads, and 
new suburban access streets. But 
the big push seems to be toward the 
dispersal of plants and their col- 
lateral housing units. 

The danger of air attacks upon 
civilian populations has given an 
added push to the already powerful 
urge to get big-city populations out 
into the adjoining open country. 
True enough, it’s a hard nut to 
crack; and it can’t be done fast 
enough to provide a complete safety 
answer, right now, to the hell-bomb. 
But it’s a start. 


Atom Shelters 

Civil Defense people have made 
the despairing admission that big 
city populations can’t be protected 
by bomb shelters against direct 
bomb hits. If the attacking ships get 
through the air defenses, the only 
population safety would seem to lie 
in moving people out of the target 
area. 

But there'll be little warning; 
maybe two hours but probably much 
less; and if everybody co-operated 
and if every transportation unit 
worked at top efficiency, it would 
take three days to evacuate a city 
the size of Los Angeles. 

Without doubt it would be tried; 
but such an evacuation in itself, 
even if the attackers didn’t come, 
would result in a major disaster. A 
good many city planners, knowing 
that population dispersion is slow 
and can’t produce full safety, none 
the less favor working on the dis- 
persion line. 


Employe Relations 

In addition to defense, there are 
other reasons that are pushing the 
idea. In most big cities, office 
workers and professional people 
have their places of employment in 
or near the center of the metropoli- 
tan area. Most cf these workers 
live on the fringes of the city. As 
the place grows, the frustrations 
of commuting increase; with 
workers spending painfully crowded 
hours getting to work in the morn- 
ing and home at night. 

More streets and more roads 
would help; but that’s a seif limit- 
ing plan. It involves surface trans- 
portation. Where are you going to 
park the privately owned automo- 
biles during the day? And how are 
you going to operate them on streets 
occupied during the same _ rush 
hours by buses and streetcars? 


Monorail Solution? 


There’s talk at present of trying 
the German monorail overhead cars. 
Engineers think they can bring the 
terminals into the center of the city. 
These cars have a speed of some 
90 miles an hour; and we under- 
stand it’s possible to operate the 
things on express schedules from 
practically all outlying areas. 

This would make it possible for a 
city to spread its workers a hun- 
dred miles into the country, four 
ways from the town hall. This, if it 
works, is one alternative to taking 
both industry and business out to 
where the people OUGHT to live. 

Either plan would produce a dis- 
persal of residence units and would 
introduce some new and insistent 
factors into house planning and 
town planning. We can see the light 
construction industry going high, 
wide and handsome in adapting its 
ideas and techniques to a new situa- 
tion. 


Highways Needed 


But regardless of rapid transit 
development or any other dispersal 
device, we have to keep in mind the 
fact and the function of the automo- 
bile. Traffic engineers tell us they 
expect the number of cars on the 
highways to increase by 30 millions 
in the next 20 years. That would 
take 120,000 miles of added one- 
lane highway to allow these extra 
cars just to stand still, bumper to 
bumper; to say nothing of a little 
extra room to let them go some- 
where. No one believes for a mo- 
ment that highway building of this 
kind isn’t going to do things to 
housing dispersion. It’ll be an op- 
portunity; if the industry makes 
out to think in sizable terms. 
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FROM UNITED STATES PLYWOOD CORPORATION — 


Sells to 


' ] 1001 uses in home, shop, ga- 
c rage (for bonding wood, alu- 
minum and other metals, cloth, 


felt, paper, leather, fiber glass, 
rubber, etc.). 


It’s Weldwood Contact Cement, the newest 
Weldwood Wizard, with 1001 uses (see list 


at right). It can double your glue sales, and 


2 For beautifying with Micarta, 
Formica, etc. 


3 For applying plywood wall 
panels without nails. Revolu- 


then some! You'll sell it in pints, quarts, gal- 
tionary for“do-it-yourselfers”! 


lons (and in % oz., 1% oz. and 3 oz. sizes). 


Which Size Will Sell Fastest? 


Pint, quart and gallon cans, 


® all with handy applicator. 
25¢ and 60¢ Bottles with brush; 
35¢ tubes. 


CONTACT CEMENT | \ex) pw 


* Bonds instantly, permanently, on contact! 
STOCK ALL SIZES! 


Heavily advertised in national 
magazines and hobby books, 

and to your builder, contractor, 
industrial customers. And the ads 
all say “at your hardware store’’. 


* Works without clamps, presses, or nails! 


DO-IT-YOURSELFERS GO FOR ALL THE WELDWOOD WIZARDS! 


W eldwood 

PLASTIC RESIN GLUE 
Largest selling wood glue. 
Highly water-resistant. For 
hobbyists, home owners, cor- 
penters, etc. 


Weldwood , 
PRESTO-SET GLUE 

The perfected white liquid 
glue. Ready to use. Sets fast 
Bonds like magic. 


(To obtain more data on advertised products see page 82) 


FIRZITE® 

Recommend WHITE Firzite for 
a blond or pickled finish. A 
“must’’ undercoater on fir 
plywood. Recommend CLEAR 
Firzite to tame wild grain on 
fir plywood. 


SATINLAC ® 


Recommend it for that mod- 
ern natural wood finish. Pre- 
serves the wood. 


*Trademark 


UNITED STATES 
VLYWOOD CORP. 


and 


U.S.-MENGEL PLYWOODS, INC. 
Louisville 1, Ky. 


Branches in Principal Cities — 
Distributing Units in Chief Trading Areas 
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second Story Operator Siemens 


just disgusted that he didn’t 
get windows that snap out 
—for easy cleaning inside the 
house. 

A p People who are having 
YN 











homes built deserve modern, 
: removable A.R.B. wood win- 
LL — Pestny dows with the famous, pat- 





ented ‘'400"’ metal sash 
guides. 











The Heart 
of the A.R.B. ‘’400” 


Patented metal sash guides 
and spring tension units make 
A.R.B. wood windows easily 
adjustable, removable and 
weather tight. It requires no 
more time or effort to install 
A.R.B. windows than any 
other type of prime windows. 






































METALS BY A. R. B. 





for 
ADJUSTABLE 
REMOVABLE 


A.R.B. WINDOW SALES COMPANY «© 19433 John R Street, Detroit 3, Michigan 
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NOW, HIT 2 GREAT 


with Celotex Insulating 
and this big 5-POINT 


@ Here are your markets: 


1]. REMODELING 2. NEW BUILDING 


... the “Do-It-Yourself” homeowner-group... ... the country’s builders want materials that 
swiftly expanding .. . demanding money-sav- save time and labor, provide the variety and 
ing materials that look good, are easy to work! individuality that help sell their homes! 


@ AND HERE ARE YOUR REASONS FOR FEATURING 
CELOTEX INSULATING INTERIOR FINISHES: 


Preference .. . nationwide preference among builders and 
homeowners alike . . . makes Celotex Insulating Interior Fin- 
ishes the key to these rich markets. Sales-making preference 
built by superior merchandise backed by dynamic merchan- 
dising. These 5 Big Advantages explain Why: 


EE IRR |, a EL LT ETE 


] EXCLUSIVE COLORS 9) POWER-PACKED 
| ) AND TEXTURES | NATIONAL ADVERTISING 


... now with new Fiame-Resistant-Finish* (that meets 
Class F requirements of commercial standard full-page ads, four-color ads . . . in magazines like THE 
CS-42-49). Handsome structural panels in smart, un- SATURDAY EVENING POST, BETTER HOMES & GARDENS, AMER- 
usual shades like Sierra Rose, Blue-Green, Ripple ICAN HOME .. . hard-sell ads in SUCCESSFUL FARMING, 
Blend .., tile board in unique textures like exclusive PROGRESSIVE FARMER . . . convincing ads in AMERICAN 
Sculptured White, distinctive Perforated White. They BUILDER, PRACTICAL BUILDER. All shouting “See your 
build, insulate, decorate at onu time, one cost .. . need Celotex Dealer first for the answers to your construc- 


no painting or papering ... are equally at home in tion and renovation prolems .. . for your building 
living room, dining room, bedroom, recreation room. and remodeling information and supplies!” 


CELOTEX INVITES YOU... 


to visit the Celotex Exhibit at the See the display of Point of Pur- KINGSBRIDGE ARMORY 
great Convention and Exposition chase sales aids for dealers who want 

sponsored by the National Retail to attract their share of the millions Now York City 
Lumber Dealers Association, the of potential customers who read Oct. 2-10, 1954 
nine-day get-together in October. Celotex national ads regularly. 


... aimed at millions in your two red-hot markets ... 





Booth A-14 
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SALES MARKETS 


Interior Finishes... 
selling program! 





PRE-SELLING 
your customers 


Bright colorful ads running 
nationally throughout 1954 

. emphasizing the advan- 
tages of modernizing with 
Celotex Insulating Interior 
Finishes. Each ad directs 
prospects to you for informa- 
tion and guidance as well as 
materials ! 


— 
AMERICAN 


UE. .. 





ool © J. 
Jarl MN 
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f 3 ») EASY, SPEEDY 
APPLICATION 


. made possible with the exclusive 
type “E” joint on Tile Board and 
Finish Plank. Simplifies alignment, 
reduces installation time, assures 
snugger, neater, more secure, more 
attractive joint. Completely conceals 
staples or nailheads. 


4 \ A MOST 
COMPLETE LINE 


. Finish Plank, Beveled Interior 
Board, Building Board, Tile Board 
(as well as assorted cane fiber 
mouldings to go with them!) ... an 
unbeatable, fast-selling selection to 
fit every building and remodeling 
purpose. 


OUTSTANDING 
\ MERCHANDISING 
. PROGRAM 


. including 4-color envelope enclo- 
sures, self-mailers (residential, com- 
mercial), new 32-page remodeling 
book, tie-in ad mats, 4-color window, 
wall posters, colorful counter dis- 
plays. All pre-tested and proved... 
ready to do a job for you! 


Sales come easier...when you feature genuine 


CELOTEX 


REG. U. S. PAT. OFF. 


BUILDING PRODUCTS 


THE CELOTEX CORPORATION, 120 S. LASALLE STREET * CHICAGO 3, ILLINOIS 
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A Study in Contrast and a Key Point in Policy 





PRICING for PROFIT 
did 


MAKING IT STICK 


eit ied by 


AMERICAN LUMBERMAN 


Pricing for Profit 
and Making it Stick 


Seldom have we had a group of 
articles attain the popularity of 
the series we ran last year on the 
subject of compensatory pricing. 
In fact the demand for copies has 
been so great that we have ex- 
hausted the supply. For this rea- 
son we decided to reprint this 
series and combine with the com- 
pensatory pricing material the 
editorials: 

“How to Figure a Net Profit on 

Sales” 


“The Road to Orderly Distribution” 


“How to Sell Against Cut-Throat 
Competition” 


“What It Costs to Cut a Price” and 


“Twenty Things to do Before Cut- 

ting a Price” 

This twenty page booklet is 
available (as illustrated) at 50¢ 
per single copy. Write for quan- 
tity prices. It is suggested this 
booklet might be good training ma- 
terial for all employes who quote 
prices. 


Recent lumber dealer management workshops have uncovered a pric- 


ing and profit relationship to types of sales which has deep significance 
for dealers everywhere. 


Typical Case No. 1 — A $10,000 house job — exclusive of lot and 
financing. The contractor develops the sale, prepares a material list for 
purchase from lumber dealers and for competitive bidding by lumber 
dealers. 

He is liable to leave out hardware specialty items and perhaps even 
the millwork which he thinks he can buy elsewhere at less cost than from 
the lumber dealer whose material list is thus usually limited. 


The average sale by the average dealer in a situation like this is a 
bill of materials amounting to about $3,250. The contractor then collects 


the proceeds of the contract and pays off the dealer when he finds it 
convenient. 


Over 400 dealers were surveyed to arrive at this average. 


Typical Case No. 2 — A $10,000 house job — exclusive of lot and 
financing. The dealer develops the lead, nurses the deal along to the 
point of contract signing, prepares his own material list, keeps it non- 
competitive and takes an assignment of the contract proceeds from the 


contractor, paying off the contractor for labor and supervision in install- 
ments as the job progresses. 


The average dealer who makes this sale sells a bill of goods amounting 
to $4,650 at his full retail price and has no collection worries. 


The same 400 dealers were surveyed to arrive at this average. 


Assuming that the average dealer does both types of business and 


most of them now do — the net profit picture in the two cases would 
look like this: 


Case No. 1 above: (Uncontrolled contractor sales) 
$3,250 sales volume @ .7% net profit before taxes....$ 22.75 


Case No. 2 above: (Controlled consumer sale) 
$4,650 sales volume @ 10% net profit before taxes...... $465 


In highly competitive contractor markets the net profit on a house bill 
sale to a consumer is 10-20 times that of the same sale to a contractor. 


These cases do not discount the importance of contractor trade. The 
volume of competitive contractor sales is an essential part of the retail 
lumber and building products business. For many dealers it carries the 
overhead or fixed expenses of the business. ‘ 


But contractor sales, essential as they are, will lower the percentage 


of net profit on the average dealers’ total sales this year to less than 3% 
net profit before taxes. 


In building this profit back to an average of 8% to 10% net profit 
before taxes — where it should be — the obvious policy is to do more 
controlled consumer selling and keep the contractors happy by selling 
their jobs for them at a good profit to them for labor and supervision. 


This method and the use of compensatory pricing are the only realis- 
tic answers to the steady shrinkage of gross and net profits which has 
been going on for the past five years in the average dealer operation. 
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+ 36 STAINLESS STEELSINK 


—at the retail price of porcelain! 


Stainless steel , Heavy chrome plated Ar 
coved backsplash! /< brass fixtures! > 4 De luxe 
rinse spray! 


Full-size 
for each bowl! double bow!s! 
completely 
finished with er remny 
stainless 
steel 
end-caps! 


Republic's Enduro 
Stainless 


Steel! Stainless steel 


door pulls! 
Famous 


Perma-Finish | 

enamel for a 

long, bright 
future! 


SUGGESTED RETAIL! 


Double doors 
insulated with 
Republic's 
exclusive R-54! 


x 


Loads of ; * And look at [ 
Storage space! this low, low suggested 


retail price! 


Republic’s newest star in 

its line is soaring to astro- 
nomical heights in the trade, 
and no wonder! .. . It’s got everything! 

De luxe features that sell on sight! Double-bowl 

convenience! Stainless steel beauty! Combines easily 

with stock Formica tops to make a “‘custom” job!... 

A demand item in any locality’... There’s nothing like 

it in competition! Easy to sell this stainless steel 36” beauty 
against similarly priced models in ordinary porcelain, 

Order now to be sure of quick delivery! Get ready to take off like 
a comet for the biggest sink sales opportunity of the year. 


\ rsa Sy 3 3 L See your distributor or write direct for complete information, 


/ 


REPUBLIC STEEL KITCHENS + BERGER MANUFACTURING DIVISION + CANTON 5, OHIO 
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LUMBER of all sizes and unpainted furniture is merchandised in the shed. Every avail- 
able foot of space is used effectively for display. 


King-Size Inventory Encourages One-Stop 


WINDOWS and top signs all shout the services and products offered by this Tulsa 
dealer. Most of the windows can be entered from inside the store by salesmen. 


FANS of every description and price are sold by Hanna. 
Ventilating fans, especially, are popular in the Tulsa area. 


PLUMBING fixtures, both new and used build volume for 
Hanna. Bathroom fixtures are always shown as a package 
and priced that way. 
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BASEMENT 


4 
IT's SMART TO ee 


THRIFTY ‘ 


USED MERCHANDISE is sold in an “upstairs bargain basement” that 
is advertised throughout the store with large signs. 


COVER: THOU.- 
SANDS of items 
are displayed in 
this block-long 
Hanna showroom. 
Everything is 
priced to stimu- 
late self-service. 


Shopping at Hanna’s 


Any dealer who fails to carry 
even one item that many of his 
customers want “is taking a 
chance of freezing himself com- 
pletely out of business in this day 
of one-stop shopping,” says How- 
ard Hanna, of Hanna Lumber Co., 
Tulsa. 

But, the retailer who “gets a 
reputation for stocking everything 
a customer wants will usually be 
offered the first chance to sell a 
complete line of goods.” 

That’s why, at Hanna’s, every 
salesman is trained to make a note 
of any item asked for not stocked. 
Hanna’s salesmen are paid on sales 
volume. So, if they lose a sale 
everybody wants to know why it 
wasn’t in stock. 


Appeals to Homeowner 

Hanna, from the beginning, has 
run his business for the service of 
the homeowner rather than the 
big contractors. Here the do-it- 
yourself customer can buy a hand- 
ful or several kegs of nails, two or 
three screws, a piece of plywood, 
any kind or size of plumbing fit- 
tings, a piece of metal molding to 
repair the kitchen sink. Hanna 
also sells complete homes from 
foundation to roof, including bath- 
room fixtures, linoleum, electrical 
fixtures, built-in cabinets, kitchen 
ranges, even a dog house and trel- 
lis for the roses. 
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A customer is welcome to wan- 
der all over the store and “just 
look.” He may pick up anything 
from a wrench to a roll of roofing 
paper and pay the cashier. But 
employes will offer assistance any 
time the customer seems confused 
and in need of help. 


Customer Services 

The service available is remark- 
able. A clerk will sell a cement 
sack full of plywood scraps for 
57¢, or a smaller quantity — or 
larger—at 10¢ a pound. They will 
cut any size of lumber, a piece of 
pipe or glaze a window. 

Upstairs, in air-conditioned com- 
fort, an architect is available who 
advises and plans complete re- 
modeling job—or a new home, and 
takes the full responsibility of get- 
ting it built. 


Trade-in Plan 


Customers remodeling, who have 
a deor or two left over, or some 
old bathroom fixtures, can trade 
them in for credit just like a used 
car is turned in on a new one. The 
used merchandise is sold to peo- 
ple watching their budget in an 
“upstairs bargain basement.” 

If it is a complete house you 
need, then either the Hanna Con- 
struction Co., headed by Howard 
Hanna’s son, H. E., will build it— 


(continued on page 24) 


PLYWOOD by the bag or pound is 
successfully merchandised by Hanna 
to the do-it-yourself trade. The best 
selling bags go for 57¢. 


FREE GLAZING if the sash is brought 
in has created goodwill, sold carloads 
of glass for the Hanna organization. 


CHECKING prices is a daily job for 
H. E. Hanna, left, and Howard Hanna, 
right, because of the tremendous in- 
ventory carried. 
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NS 


_ «When You Feature Reynolds 


ag 


Storm aha make Fall your biggest Reynolds Do-It-Yourself Season! 


Only Reynolds Do - It -Yourself Dealers can of- 
fer profitable aluminum storm sash sections like 
this to the giant do-it-yourself market. Easy-to- 
make storm sash fill a real customer need, a 
chance to build their own light, durable alumi 
num storm sash at big savings. Every home 
owner is a top prospect, this Fall, for Reynolds 
Do-It-Yourself Aluminum Storm Sash. And ev- 
ery sale you make is a big ticket sale on both the 
frame materials and glass: 


Make Do-It-Yourself Storm Sash Sections 
Traffic Builders Now 


Promote Reynolds Do-It-Yourself Aluminum 
Storm Sash throughout the Fall season. Make 
this sash promotion pay off for your whole store 
by bringing more customers in. Feature Rey- 
nolds Do-It-Yourself Aluminum Storm Sash 


You ring up sales 8 to 12 times 
bigger than average— 





for new homes, replacement and home improve- 
ment projects. 


Build Overall Reynolds 
Do-It-Yourself Aluminum Sales 


Storm sash sections will build your sales of all 
Reynolds Do-It-Yourself Aluminum. Custom- 
ers learn from making their own storm sash how 
easy and pleasant working with this material 
s...and you sell more Do-It-Yourself Alumi- 
num for hundreds of household and hobby pur- 
poses ... make dozens of new customers. 

A complete merchandising package and full 
advertising support including magazines, TV 
and Farm Radio help you land your big share 
of increased storm sash business. Put special 
rack signs, window streamers and dealer ads to 
work right now on your own Reynolds Do-It- 
Yourself Storm Sash promotion. 
WRITE TO: 

REYNOLDS DO-IT-YOURSELF ALUMINUM 
2496 S. Third Street, Louisville 1, Ky. 


*T. M. REYNOLDS METALS COMPANY 


DO-IT-YOURSELF® 





REYNOLDS re YOURSELF * ALUMINU 


(To obtain more data on advertised products see page 82) 
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JSALS LOOM! 


DO-IT-YOURSELF’ aluminum Storm Sash! 





Reynolds Do-It-Yourself 
Aluminum Advertising... 


in These Leading Home Owner 
Magazines! 

Saturday Evening Post, Popular 
Mechanics, Mechanix Illustrated, 
Family Handyman, Home Crafts- 
man, Homecraft and the Home 





Envelope Stuffer 
for your mailings 


For a Prominent Traffic Spot... 


Tubes « reds + bars + « wide variety of sheet designs 
angles * fasteners * screen and storm sash sections 
window hardware * Reynolon plastic film * trim strip 


Novel, Eye-Catching 
Over Wire Signs 





Traffic Building Window Streamer 
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CUSTOMERS can get anything built at Hanna’s. Shown above are a few of the best 
selling fabricated items 


SECTION of the bargain section show- 


ing used plumbing fixtures and fittings 
Used doors and other millwork items 
are also featured 


DAILY specials are given on a theater- 
type sign. Letters are removable, eas- 
ily changed. 
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ONE-STOP SHOPPING 


(begins on page 20) 





or the Metropolitan Building Co., 
will take on the job, headed by 
Andy Latch, who started as a 
yardman. If you have your own 
contractor—then they will provide 
the architect service and super- 
vision. 

Hanna’s “just grew.” But today 
the showroom is losing much of its 
warehouse appearance. The up- 
stairs snack bar, for example, has 
a mahogany demonstration kitch- 
en, which is used as a “sample” 
to show customers. Walls of offices 
are now finished in various mate- 
rials for the same reason. A meet- 
ing room for the public has sample 
wall treatments that sell merchan- 
dise. 

Hanna learned the lumber busi- 
ness with an uncle, George C. 
Hanna, of Reynolds & Hanna, Fort 
Worth. He is a graduate of Texas 
A&M College. Hanna opened his 
first yard in Dallas, then came to 
Tulsa on a visit. He liked the 
town, sold out in Dallas, and 
“opened with a couple of wagon 
loads of lumber” at Tulsa in 1918. 


Department Store Idea 


By 1924 Hanna had the “depart- 
ment store idea.” He reasoned that 
if it was good for department 
stores it might be good for the 
lumberyards—and he built what 
some competitors called “a Kress 
lumberyard.” 

Then in 1932, he opened his 
present store as the Tulsa Used 
Lumber & Wrecking Co., with his 
“stock” the remains of “five shot- 
gun houses which were on the 
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site.” He crowded out a filling 
station, built a steel shed, and 
“just kept growing from there,” 
drawing on his first yard for big 
orders of lumber as needed, selling 
the scraps and service and second 
hand materials at his big rambling 
store. 

The store is highly departmen- 
talized. But everyone in the store 
seems to know what is in every 
other department and just how to 
direct customers there easily— 
whether it is the clerks in front, 
or the workmen, in the _ well- 
equipped shop in the rear. 


Price No Factor 


Hanna won’t admit it, but it was 
perhaps the original “do-it-your- 
self” firm in the country. He still 
insists that “if they want to do it 
themselves we have the stuff, and 
we'll show them how. If they want 
it done—we’ll do it for them. We 
never worry about price, just be 
fair, provide service, and make a 
profit.” 

Hanna is a firm believer in all 
forms of advertising. He consis- 
tently uses newspaper ads and 
thousands of pieces of direct mail. 
Recently he has turned to tele- 
vision with the Walt’s Workshop 
show on a local Tulsa station. 

The “boys” are warned that the 
“20¢ customer today, or the fellow 
who spends a penny, will be back 
when he needs a big remodeling 
job, or a house, if you are courte- 
ous and friendly.” 

Hanna’s showroom might look 
confusing. But obviously, thou- 
sands of folks in the Tulsa trade 
territory have found it is about 
the handiest place in town to find 
what you need to repair a chair, or 
a fancy piece of furniture—or 
build a home. 
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MENGEL FLUSH DOOR 
FOR EVERY DOOR OPENING— 
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What is the RIGHT door for any partic- 
ular job? Is it the Best door you can buy, 
or the CHEAPEST, ot what? 

Mengel makes three distinct types of 
flush doors. Each is exactly RIGHT for 
its purpose. Each is the best possible 
value in its field. All are built by the 
makers of world-famous Mengel Furni- 
ture, and to the same standards of quality. 





o—_ 





This MEANS SOMETHING to you, your 
clients and your customers—this, and the 
fact that every Mengel Door is guaranteed 
by all the resources of this company, the 
world’s largest manufacturer of hardwood 
products. All Mengel Flush Doors are 
described in Sweet's (Architectural and 
Light Construction) Catalog, are available 
everywhere. 
































Meagel Stabilized Solid-Core Doors — 
Exterior and Interior 


Mengel Hollow-Core Deluxe Doors — 


Interior or Exterior 
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Mengel Hollow-Core Doors — 
Interior or Exterior 


DOOR DEPARTMENT, LOUISVILLE 1, KENTUCKY 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 
manutactured Appalachian Hardwoods. Consult them on your next hardwood requirements. 


*M. E. Crisp Lbr. Co Welch, W. Va. *The Mower Lbr. Co Charleston, W. Va. 
West Vieginte and qontast Hiiory, € Hardwoods, Oak, West Virginia 


Hardwoods Glued- Dimension. 
Poplar! Beech, "Maplp, Ak: Wictory, Gheetout and’ oder Dry Kiln and. Banja Mill tation Mila: Cane: Mallen, Daley, 
woods he . a 


*Wood-Mosaic Co., Inc Louisville, Ky. 
“Parkay” Ready-Finished Hardwood Flooring, Lumber, 
Veneers, Dimension 
*Cherry River Boom & Lbr. Co., Richwood, W. Va. 
Appalachian Hardwoods, Flooring, Planing Mill Products, 
Dimension. 


Glued 
*McCracken & McCall, Inc Lexington, Ky. 


Appalachian Hardwoods POPLAR BEVEL SIDING 
Band Saw and Planing Mill at Flat Lick, Ky. 


The M. B. Farrin Lbr. Co Cincinnati, Ohio 


ardwoods 
Gin Begs ont ee ee ee *J. P. Hamer Lbr. Co Kenova, W. Va. 


Manufacturers 
Appalachian Hardwood Lumber 


*Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 
*Bemis Hardwood Lbr. Co... . Robbinsville, N. C. Mills at Combs, Ky. and West Irvine, Ky 


Complete of Appa Hardwoods. Maple 
Hemlock, Hardwoods, Flooring. Dimension and ~y 3. 


Always Specify 
Appalachian Hardwoods 


* Member Appalachian Hardwood Manufacturers, Inc. 
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HERE 1S SOMETHING NEW in the door to give hangers periodic cleaning and 
hanger business — a door hanger that lubrication which other types of bear- 
glides silently along the track on OIL ings require. 
CUSHION SUPER OILITE BEARINGS. Here 
is a door hanger that won't gum up or 52% Bigger Axle for added strength and 
freeze in zero weather. better rolling surface. 

Entire line of Western Door Hangers 
Built In Lubrication feature of Oilite Bear- (No. 2 Track size) how furnished with 
ings eliminates job of removing doors Oilite Bearings. 


WE ASSURE LIFETIME SERVICE! 


No, 2 TRACK BRACK- 

ETS are available for 

any type installation. 

Brackets should be 

spaced along the 
107-A DOOR HANGER, track on 2 ft. centers. 
illustrated, has swing ovt 


No. 2 TROLLEY TRACK is Die- 
Formed for straightness, from 
steel manufactured to our speci- 
fications. 


feature as well as pivot 
action. Swivel yoke is mal- 
leable iron. Sturdiest con- 
struction throughout. For 
doors weighing up to 400 
pounds 


Dealers: Write for further information about these fast selling items. 


PRODUCTS, inc. 
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Courtesy Celotex Corp 
INSULATING SIDING DISPLAY at the Home-Brite Lum- 
ber Co., Belleville, Ill., shows customers all of the popular 
new designs in one place. 


SILICONE-TREATED portion of this asbestos-cement 


shingle causes water to ball up and roll right off. Silicones 
are weather resistant. 


Courtesy Flintkote Co 


HOOK-NAIL de- 
vice enables ap- 
plication of asbes- 
tos-cement siding 
right over insula- 
tion board sheath- 
ing. Method’s ap- 
proved by FHA. 


WIDER ALUMINUM SHEETS afford greater savings in 


applications on farm and commercial buildings. Product 
is rustproof and fireproof. 
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Fourteenth in a merchandising series 


NOTE: This is the first of two articles on siding. The 
second will appear in the issue of October 4. 


New Product Ammunition 


Recent financial scandals perpetrated by fly-by- 
night “home modernizers” have created a vacuum 
in the field of siding sales that you, as a reliable 
aggressive lumber dealer, can profitably fill. Product 
knowledge is essential for your success. 


This article is designed to bring you up to date on 
some of the important changes and trends in ply- 
wood, asbestos-cement, insulating siding, wood prod- 
ucts, aluminum and tempered hardboard siding. A 
second article, which will appear in the issue of Octo- 
ber 4, will bring you case histories of dealers’ suc- 
cessful merchandising techniques. 


1—New Activity in Plywood 


The Douglas Fir Plywood Association reports that 
a series of new plywood siding panels are giving the 
plywood industry a stronger grasp on the siding 
market. 

One new product, Texture One-Eleve.i, which comes 
in 16” and 32” widths and eight-foot lengths, follows 
a trend toward textured, vertical patterned exterior 
surfaces. Face of the panel is textured wood grain 
with a line pattern formed by square, parallel 
grooves. Edges of the units, which are made with 
100% waterproof glue, are shiplapped to hide joints. 
Units can be painted or finished with low-cost oil 
stains. Modern design and savings in application 
time and labor make the panels acceptable even in 
low-cost project homes. 


Another new plywood siding panel boasts a plastic 
facing which is permanently bonded to the panel 
under heat and pressure. Primary purpose of the 
facing is to hold paint without peeling, blistering or 
checking, and to prevent checking of the wood and 
grain raise. Said to be warp-resistant, this panel is 
also made with 100% waterproof glue. Panels come 
in both 4’x8’ sizes and random widths; the 5/16” 
stock is for use over sheathing and the 7/16” units 
cin be applied directly to studs. 

A beveled plywood siding has recently been re- 
leased. The units come packaged and precut in 
widths ranging from 12” to 24”. All tips are 5/32” 
thick and the units broaden out to a thickness range 
of 9/16"-34" depending on the width of the panel. 
Lengths are 8’ and 9’-4”. One face is overlaid with a 
phenolic resin-fiber which provides an excellent base 
for paint. 


2—Asbestos-Cement Sidings 


“Asbestos-cement sidings have been active in the 
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Here’s a quick rundown on the im- 
portant changes and trends in plywood, 
siding, wood 
products, aluminum and tempered hard- 
board siding. 


asbestos-cement, insulating 


for More Siding Sales 


past 18 months with the trend towards lighter, more 
colorful, pastel shades,” says Harold D. McAneny, 
director of advertising, Flintkote Co., New York. 


“The growing acceptance of asbestos-cement sid- 
ings in new construction work has been a very im- 
portant factor in the industry,” he declares. “Vari- 
ous government agencies, such as VA, FHA, have 
approved the material for new construction. In line 
with this use, the Flintkote Co. released its hook-nail 
device which provides a satisfactory, foolproof meth- 
od of applying asbestos-cement siding over insula- 
lation sheathing,” says McAneny. 


The shank of the hook-nail secures the top of 
one shingle while the small exposed hook supports 
the base of the shingle in the course above. Another 
device allowing application of asbestos-cement shin- 
gles over fiber board sheathings is the channel. The 
metal channel strip clamps the tops of shingles in 
one course and the channel itself engages with the 
base of the shingles in the course above. 


An important development in asbestos-cement sid- 
ings is the addition of silicones. A siliconed surface 
on asbestos-cement siding causes water to ball up 
and roll off. Water-borne dirt does not readily gain 
a foothold even around trim. Silicones make the 
siding resistant to sunlight, industrial fumes, ice and 
snow and below-freezing temperatures. 


3—Insulating Siding for New Construction 
“The new design of overlap insulating siding was 
developed expressly for new construction,” says R. 
G. Breeden, Insulating Siding Association. 


New insulating siding has features of lap joints 
at the top, bottom and sides. It offers both two-tone 
color effects and deep shadow lines. The manufac- 
turing process involves application of coats of as- 
phalt to an insulation board; next, colorful ceramic 
granules are added and finally the design is pressed 
in. The insulating siding panels, which come in a 
variety of sizes for both home and farm, have been 
approved by government agencies for application 
over wood and insulation board sheathing, plywood 
and exterior gypsum sheathing. 


Most manufacturers of asphalt roofing also make 
matching insulating siding. “Stone-design insulating 
siding, which most manufacturers thought was a 
dead duck, has returned to popularity,” says Mce- 
Aneny. A variety of new stone-design and striated- 


(continued on page 34) 
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NATURAL WOODSIDING, applied to modern homes ver- 
tically, is a west coast originated trend that is now popular 
the nation over. 


PLASTIC-FACED PLYWOOD siding panels, 
deeply grooved, are but one of several ply- 
wood sidings released by the industry re- 
cently. 


CEDAR SHAKES bonded to an insulation backer-board 
form handy panels that can be installed rapidly. Insulation 
value is high. 


INSULATION BOARD undercourse over sheathing for wood 
shingles takes the place of shingle undercourse, saves nail 
ing and creates rich, uniform shadow lines 
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Where else can 
more appealing to 


eE ster to Me 


STOPS HEAT ALL 3 WAYS 


Stock Kimsul— 
promote Kimsul— 
it's America’s No. ] 
do-it- yourself’’ 


insulation | 


) 


(Ae 
$ é sg U LAT 4 0] Af &%3 Kimberly-Clark Corporation * Neenah, Wisconsin ay, 
/ 
= ; 
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you find an insulation that’s 
the big “DO-IT-YOURSELF” market 2 


Only KIMSUL Insulation 


has so many exclusive 
“do-it-yourself” features ! 


Kimsul Reflective is the ideal insulation—the one insulation that’s tailor- 
made to meet the needs of the booming “do-it-yourself” market. Kimsul is 
compressed to \ its normal size for easier handling and storage. A customer 
can carry enough rolls home in his car to insulate a whole attic — and install 
it over a single weekend. No special skill or equipment is needed. No irri- 
tating dust or slivers. Simple instruction sheets included in each roll tell 
how to expand the many layer blanket, cut to desired length and staple it 
snugly into place in a jiffy. But here’s the payoff —another big reason why 
your customers will buy this great “do-it-yourself” insulation: With Kimsul 
Reflective it costs less than $70 to give complete attic coverage to the 
average 5-room home! 


Only KIMSUL Insulation 


has such powerful advertising 
and merchandising support! 


Kimsul is selling your market —the “‘do- 
it-yourself”’ market — with a concentrated 
schedule of full-color ads in The Saturday 
Evening Post, and Living for Young 
Homemakers; ads in American Home, 
Successful Farming, Home Maintenance 
and Improvement and Home Modernizing. 
What’s more, Kimsul gives you everything 
you need to tie in with this great advertis- 
ing program: point-of-purchase promo- 
tional helps, literature and display material 
(including “‘traffie stopper” display at left). 
Ask your distributor about them, today! 
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welcome. while you're 
at the N.R.L.D.A. exhibition in New 
York, Oct. 2 to 9, let our informa- 

tion booth help you “keep Posted.” 


We'll put your name on file, take 


and deliver messages for you and 
give you any other assistance we 
can. The Saturday Evening Post 


welcomes this opportunity to serve 


the nation’s retail er 


lumber dealers. The | Sat 


Post gets to the 


ae 


heart of America. 





A CURTIS MAGAZINE . 
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ALBERTA 
FOREST 
PRODUCTS 
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ME): 1 
Roustea 


Across\the country Western’ White Spruce 
is speeding construction of muchneeded 
housing. 


COMMERCIAL 
BUILDINGS 


* 


Contractors specify this| all - purpose 
lumber for today’s modern commercial 
buildings, 


FARM BUILDINGS 
BUILD PRAMANENT BARNS, 
SILOS, GRANARIES, CHICK- 
EN HOUSES WITH ( WEST- 
ERN WHITE §PRUCE. wt 
RESISTS EXPOSURE, STAYS 


SOUND If ANY CLIMATE. 





ALBERTA 
| As Sq 


10189 - 100 sp 





IDEAL =i TT) tt TV t: 
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CHECKING WALLPAPER INVENTORY, Mrs. 


saleslady, has easy reference to each sample. 


tomers started buying. 


The rural customers of Mead 
Lumber Co., Ashland, Nebr., are 
finding the company’s wallpaper 
display a helpful sales tool. Don- 
ald H. Schank, manager, says that 
by giving customers a chance to 
see the types and designs of wall- 


Myrna Johnson, 


WALLPAPER DISPLAY is pointed out by Don- 
ald H. Schank, manager of Mead Lumber Com- 


pany, Ashland, Nebr. 


Wallpaper Display Boosts Farm Trade 


When a Nebraska dealer installed a unique wall- 
paper display at a very small cost, he found that his farm cus- 


area, it is proving true. 

The 15-inch sample squares of 
each type of wallpaper he carries 
are displayed over three walls of 
an open area in a corner of the 
lumberyard’s display room. On 
each, the price is marked for com- 


are hinged covers over bin-type 
storage space where the wallpaper 
stock is kept. When building the 
new display room 2’x2’s were used 
to frame the entire structure. 
Fiberboard was used as the back- 
ing for the wallpaper samples. 
Simple angle hooks serve as hinges 
for the covers. 


Manager Schank says that an- 
other advantage of the system is 
that when making a sale an auto- 


paper available, they are more 
likely to buy. And in his farm 


parison. 


The individual displays actually 


matic visual inventory check can 
be made. 
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design insulating sidings are now on the market. 
4—Wood Siding 

Ever-popular beveled wood siding is constantly be- 
ing improved and made more economical through 
technological advances in milling and kiln drying. 
The Western Pine Association advises of a new, pig- 
mented knot sealer, to be known as WP-578-P, which 
will allow even more extensive use of economy sid- 
ing in western pine species. The new agent com- 
bines both primer and sealer qualities. This develop- 
ment is a follow-up of the knot-sealer, WP-578, re- 
leased by the Western Pine Research Department in 
1945, 

Red cedar, redwood, white pine and a few other 
species depending on location are expeviencing a 
decided trend toward natural wood finishes for sid- 
ing. Application of natural wood siding vertically 
gained popularity on the west coast and is now a 
national trend. New sealers and finishes have been 
developed to maintain the natural beauty of the 
wood. 

Red cedar and other types of wood shakes are now 
on the market in a rainbow of pastel and solid colors. 
Some manufacturers apply a clear primer coat to 
shakes at the factory and then allow the customer, 
through the dealer, to select the particular color 
scheme he desires. Some companies are attaching 
(bonding) wood shakes to insulation backer boards. 
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The resultant handy panels of shakes allow speedier, 
labor-saving erection. 


5—Aluminum Wall Coverings 


Rustproof, incombustible, heat-reflecting, paint- 
able clapboard-type aluminum siding is now being 
made in larger sheets for quicker and easier applica- 
tion to farm residences and outbuildings. Aluminum 
siding for homes and other buildings is also avail- 
able painted. 

Similarly, larger sizes in corrugated and V-design 
aluminum siding are on the market which cut costs 
of applying this covering to farm outbuildings. 
= come’ in 26” and 48” widths and up to 12’ 
ong. 

Research departments are working on new, sealed- 
in finishes and improved methods of jointing at the 
corners and on ridges. 


6—Tempered Hardboard Sidings 

Tempered hardbyard siding comes in a wide variety 
of widths, lengths and thicknesses for applications 
with or without sheathing. The all-wood units will 
not splinter, chip or crack. New plants and increased 
production mean that a greater quantity of treated 
hardboard siding will soon be available for unpro- 
tected, exterior application. The hardboard takes 
standard wood finishes and it is available with or 
without shadow strips. 

EDITORS’ NOTE: Names of the manufacturers 
of products mentioned or referred to in the above 
article will be sent to dealers on request. Write 


— Lumberman, 139 N. Clark St., Chicago 2, 
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THE NEWEST SELLING 


FEATURE IN THE FLOORING FIELD - 


CANT RESIST A HIGGINS BLOCK FLOOR) 











° 


— " ‘ ~ 
to as : . 
THICKEST 
AND TOUGHEST _ 
WEARING 
SURFACE 
y Z 
* 
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NO dirt-catching surface grooves! 
LIFETIME-THICK compressed selected oak surface! 


a“ iqqins BONDED HARDWOOD BLOCK FLOORING 


The old V-groove is gone—the new Higgins Block, precision-cut by a revolu- 
NO tionary new manufacturing process, fits tight and true with nothing between 
blocks but a neat hairline that dirt can’t get into. Cross bond laminated with 
SAN DING- the much thicker wearing surface found only on Higgins Block, bonded 
— under hundreds of tons of pressure, this is a floor that will outlast most 
EXTRA PROFIT! buildings—and hold, with minimum care, the beauty that makes genuine 
oak the nationwide first choice of more than 80% of the market. Add the 
time-saving, cost-cutting elimination of all on-the-job sanding and finishing 

and the answer is money in YOUR pocket. Wire for details today! 


EXTRA PROFIT! 


PIONEERS AND WORLD’S LARGEST MANU/ACTURERS OF 
LAMINATED HARDWOOD BLOCK FLOORING 


WESTER 
UNION | 


HIGGINS INDUSTRIES INC. | 


N 





“Teou. | 
SEND 

HIGGINS INDUSTRIES INC. THIS WIRE om Geananer 2 

DEPARTMENT AL NEW ORLEANS 


COLLECT WATCH FOR MORE NEW HIGGINS PRODUCTS 
RUSH INFORMATION ON HIGGINS BLOCK 
DISTRIBUTORSHIP TODAY 
YOUR NAME AND ADDRESS 


Printed in U. S.A 
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shorten your schedules 
and cut costs in the bargain! 


You can actually count on a Chevrolet truck doing your 
job faster and for less money. That’s a strong claim, sure; 
but one that’s been proved time after time on job after job. 


EXTRA POWER SAVES YOU TIME 


All three Chevrolet truck engines—the “Thriftmaster 
235,” the “Loadmaster 235” and the “Jobmaster 261"* — 
deliver extra horsepower for greater acceleration and 
hill-climbing ability. You haul your loads on a time- 
saving schedule and save money doing it—for with 
Chevrolet’s higher compression ratio you use less gas. 


BUILT-IN RUGGEDNESS SAVES YOU MONEY 


Stronger, more rigid frames, newly designed clutch; 
huskier rear axles and drive lines in 2-ton models; higher 
capacity universal joints in medium- and heavy-duty 
models—these beefed-up built-in chassis features mean 
your Chevrolet truck is going to stay on the job for a 
longer time. They also mean you can expect extra-low 
operating costs. 

Another important advantage is Chevrolet’s low origi- 
nal cost —lowest of all lines of trucks! You save the day 
you buy, and you go right on saving as long as you own 
that Chevrolet truck. Drop by your Chevrolet dealer’s and 
look over the many models he has to offer. . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 


MOST TRUSTWORTHY TRUCKS —_lj = 
ON ANY J0B! 
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CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


THREE GREAT ENGINES—The new “Jobmaster 261” 
engine* for extra heavy hauling. The ““Thriftmaster 
235” or “Loadmaster 235” for light-, medium- and 
heavy-duty hauling. NEW TRUCK HYDRA-MATIC 
TRANSMISSION* —offered on %-, %- and 1-ton 
models. Heavy-Duty SYNCHRO-MESH TRANSMISSION 
—for fast, smooth shifting. DIAPHRAGM SPRING 
CLUTCH —improved-action engagement, HYPOID 
REAR AXLE—for longer life on all models. TORQUE- 
ACTION BRAKES —on all wheels on light- and me- 
dium-duty models. TWIN-ACTION REAR WHEEL 
BRAKES—on heavy-duty models. DUAL-SHOE PARK- 
ING BRAKE—greater holding ability on heavy-duty 
models. NEW RIDE CONTROL SEAT* —eliminates back- 
rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND 
PLATFORM STAKE BODIES — vive increased load space. 
COMFORTMASTER CAB —offers greater comfort, con- 
venience and safety. PANORAMIC WINDSHIELD —for 
increased driver vision. WIDE-BASE WHEELS —for in- 
creased tire mileage. BALL-GEAR STEERING —casier, 
safer handling. ADVANCE-DESIGN STYLING —rugged, 
handsome appearance. 

*Optional at extra cost, Ride Control Seat is available on 
all cabs of 1I'/,- and 2-ton models, standard cabs only in 
other models, "'Jobmaster 261” engine available on 2-ton 


models, truck HUydra-Matic transmission on Yy-, Yer and 
l-ton models, 
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Here’s how a Canad- 
ian dealer started a tool rental 
business which has increased 
store traffic and sales of tools 
and building materials. 


FLOOR POLISHERS are among the tools rented by Downsview. Here 
Bob Bleakney discusses its use with a customer. 


Sells Building Materials with Tool Rentals 


The inauguration this spring of Toronto’s first 
tool rental service at Downsview Lumber & Supply 
Ltd. has paid extra dividends of increased store traffic 
and impulse sales. 

The successful tool rental service is helping the 
Canadian firm ring up extra sales to homeowners who 
came in to rent or return tools and stopped to buy 
building materials or other specialty items. Andy 
Cairns, head of Downsview, points out that in estab- 
lishing the tool rental department he was offering it 
as a service to both the homeowner and contractor. 

“Few persons like to invest the amount of money 
necessary to purchase a floor sander which won’t be 
used too often,” Cairns said. “But they can afford the 
cost of renting the sander from us,” he adds. 


Variety of Tools 


The initial $5,000 inventory of 84 rental tools has 
increased many times and new items are being added 
when demand warrants it. Among the tools offered 
are: electric drills; saws; paint sprayers; scrapers 
and sanders; stapling guns; pipe wrenches; vises; 
ladders; wheelbarrows; concrete mixers; hand and 
power mowers; blow torches; extension cords; seed 
spreaders; picks and other digging tools and house 
jacks. 

One of the most popular tools is the electric sander. 
Since the sandpaper isn’t furnished, the customer 
naturally buys sandpaper when he rents the machine. 
By offering a one-stop service for building mate- 
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rials, Downsview has chalked up extra sales of var- 
nish, paints, hardware, brushes and paint accessories 
to tool rental customers. 

Lawn mower rentals also have stimulated impulse 
buying of lawn and garden items. When returning 
a mower, customers often stop and browse. This 
often leads to sales of lawn and flower seeds, ferti- 
lizer, fencing materials and garden furniture. 


Separate Rental Department 


All rental tools are displayed in a glass-enclosed 
room. Outside the partition, signs and card strips 
tell what tools are available for rental and suggest 
uses for them. Anyone entering Downsview for build- 
ing materials immediately sees these suggestions and 
this has led to impulse rentals of tools. Rental 
charges and the depvsit required for various tools 
are prominently displayed. 

/. card index is used to keep a record of the tools. 
For each tool, an individual card contains such infor- 
mation as when the tool was rented, who rented it 
and when it was returned, how much it has earned 
and other pertinent data. 

When a tool is rented, the customer’s name is en- 
tered in a bill book to record the deposit. One of the 
three copies is given the customer; another goes to 
the accounting department; and the third receipt 
stays in the book. 

All rental tools must be picked up and returned by 
the customer in a clean condition. A charge of from 
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POWER SAW OPERATION is demonstrated to a customer by Bob Bleakney, manager, 
tool rental department, Downsview Lumber & Supply Ltd. 


Home Owners! 
Save Money! Don't try to invest hundreds of dollars in special tools 
that you use only a few times a year... Rent them here when you 


need them and get the job done better and at the lowest possible 
cost, 


Contractors! 
In your profession, time is Money! Don't be delayed or hindered 
on the job by the absence of the right tool with which to do the 
job quicker and easier! Rent it here and save time, money and 
nerves. 
BELA at a age 


$1 to $5 for labor is made if a gun, hose, nozzle or 
mixing drum must be cleaned by Downsview. 


Rentals Spur Tool Sales 

By using a policy of applying rental fees to the 
purchase price of a rented tool, Downsview has in- 
creased the sales of hand and power tools. This pol- 
icy is emphasized in newspaper advertising which 
stresses: “Try it before you buy it.” 

Daily rental charges vary from 25¢ to $6 for a floor 
sander and edger machine. Rental charges do not 
include supplies such as staples, sandpaper, calking 
compound and other materials used with rental tools. 

For rentals of more than 24 hours special rates are 
offered. For a two-day weekend, the customer is 
charged for 1% days. For a seven-day week, he is 
charged only for five days. For a 30-day month, a 
set 20-day rental charge is made. 

Direct mail and newspaper ads are used to promote 
tool rentals. In three months more than 500 cus- 
tomers have been in and out of the store to rent or 
return tools. Friday and Saturday are the busiest 
days and between 50-60 customers come into the 
store expressly to rent tools. 

Since the rental service started, there have been 
no complaints or accidents. The excellent care given 
the tools by customers and sound maintenance prac- 
tices have kept depreciation very low. Bob Bleakney, 
rental department manager, is in charge of tool main- 
tenance. This includes periodical inspections, sharp- 
ening saws, checking and oiling motors. 

The increased store traffic created by the tool 
rental service has also increased the sales of build- 
ing materials and other items and has proved a defi- 
nite success according to Downsview officials. 
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DOWNSVIEW LUMBER & SUPPLY LIMITED 


Power Tool Rental Price List 


Deposit 24 hrs. or less 


.$ 5.00 $ .50 
3.00 50 
6.00 .25 
5.00 5.00 
5.00 50 
5.00 * 50 


Blow Torch—Gasoline 
Calking Gun 
Carriers’ Car top . 
Concrete Mixer (Gasoline Motor) 
Cutter, Asphalt Tile 
Cutter, Cermak Tile. ... 
Drill, Electric—With or Without Stand 1.00 
Drill, Electric, '/2"" Hand 2.00 
Extension Cord, 100' ‘ 75 
Fence Stretcher .. . 1,00 
Hammer—Striking d 50 
House Jack (2)... : .75 
Ladder, Extension, 28' 
Lawn Roller 
Mower, Gasoline 
Mower, Hand 
Oscillating, or Shimmy Sander 
Paint Scraper, Electric 
Paint Sprayer, Electric 
Pick ; 3 
Pipe Cutter 
Pipe Threader 
Pipe Vise & Stand 
Pipe Wrench, 14". 
Pipe Wrench, 18" 
Pipe Wrench, 24" 
Pipe Working Equipment (includes Vise, 
Stand, Cutter, Threader, Dies & Wrench) 
Polisher, Floor—Small 
Post Hole Digger. 
Sander, Floor, 8" 
Sander, Fleor—Edger 
Sander & Edger 
Sander, Belt, 3" 
Saw, Electric, 6" 
Saw, Electric, 8" 
Saw, Electric, 9" 
Seed Spreader—Lawn 
Shovel—Round Top 
Sprayer—Garden 
Stapling Gun 
Wheelberrow 








Advertiser's Dream Come True 


The advertising punch of Slim 
Willet’s informal radio program 
is illustrated by this anecdote told 
by Merlin R. Clary, owner of the 
North Park Lumber Co. 


One day a woman bounced into 
the store and asked for a certain 
brand of paint. When Clary asked 
what color she wanted, the woman 
replied: 


“I just don’t care. Whenever Slim 
asks me to go someplace and buy 
I go and buy!” 


AFTER SELLING A ROOM ADDITION, Merlin R. Clary, 
left, fills out the loan application blanks for a customer. 
Most of the customers say, “Slim sent me.” 


BROODER HOUSE, 30’ x 130’, was sold to customer Ted 
Ivey under FHA. Low, trussed roof keeps heating costs 
down and prevents storm damage. 


.».» Over 30 Home Improvement Jobs Each Month 


The drawly, informal commer- 
cials of cowboy Slim Willet on 
radio and a cooperating group of 
60 sma!l contractors adds up to 
at least one FHA Title I job each 
day for the North Park Lumber 
Co., Abilene, Tex. 

“We have a pretty-good combina- 
tion for home improvement sales 
in Slim and our contractors,” says 
Merlin R. Clary, owner. “Slim sells 
the customers on our 30-minute 
radio show and the contractors 
satisfy them with fair estimates 
and good workmanship. Most of 
the jobs range between $300 and 
the $2,500 limit,” he adds. 


Show Costs $35 


“The radio show at 2 p. m. each 
Wednesday costs us about $35 per 
week,” says Clary, “and it’s the 
best advertising investment we 
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ever made. We are lucky to have 
Slim for the show because he has 
quite a local following. His com- 
mercials bring in customers and 
letters of inquiry from a 75-mile 
radius. And most of the customers 
announce that ‘Slim sent us.’ ” 

The firm’s radio show features 
Slim as a jovial dise-jockey who 
spins hillbilly records. Although 
he does no singing on the show, 
Slim has written several tunes, in- 
cluding the recent national fav- 
orite, “Don’t Let the Stars Get in 
Your Eyes.” 

“He’s strictly an informal ad-lib 
type of radio salesman,” say Clary, 
“and his approach seems to work 
best for both city and rural folks. 
We never have a written commer- 
cial. We just get together with 
Slim every week or so and discuss 
the jobs or products we will ad- 


vertise,” says Clary. 


Sells Diverse Projects 


Sometimes Slim discusses the 
benefits of minor home improve- 
ments like fencing or painting; 
other times he talks up larger jobs, 
including: adding a room, storm 
cellars, garages, carports or roof- 
ing or siding jobs. 

“Slim always tells the listeners 
to be sure to drop in on the North 
Park Lumber Co. because they 
will arrange free estimates, easy 
financing and suggest reliable con- 
tractors,” Clary adds. 

About 80% of the firm’s Title I 
jobs are performed by contractors 
and the remainder are done by the 
homeowners themselves. Often the 
contractors will start a major job 
and the homeowner will do the 
finish work to keep the cost down. 
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we MR.BIG 


in today’s Big 4 Markets- 





when you're a U.S.G. dealer © 
y, 
/ 


NEW HOMES 


REMODELING 


... because U.S.G. gives you the support you need 
to cash in on today’s tremendous profit potential! 

For example, PoPULAR HOME and THE BUSINESS OF 
FARMING programs. They’re your own magazines...national 
in appeal, yet with local retail impact. Besides saving you the time 
and expense of preparing your own advertising, they serve as the 
spearhead for your complete merchandising program. Best magazines 
of their kind in the industry! 

And look at all the other sales helps you get from U.S.G.! Dynamic, 
forceful national advertising that pre-sells your customers on U.S.G. quality 
products. Signs, displays and literature your competition can’t touch. 
Practical U.S.G. product samples that make it easy to sell by demonstration. 
Professionally produced motion pictures, unmatched for building prestige 
and good will in your community. 

Add them all up and you know why you'll always be “Mr. Big”’ 
in the big four markets...when you’re a U.S.G. Dealer! 


UNITED STATES GYPSUM 


the greatest name in building 
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Don't lose money in a shop 


cjyttered with “Clunkers’”... 


Sih, 
i VR 
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-....one AMF DeWalt machine that does the work 
of many machines and cuts equipment cost 60%! 


Money-saving flexibility like this makes AMF De Walt your 
BIGGEST VALUE in woodworking machinery today! 


FIRST completely universal saw — 18 different saw blade First 3-dimensional dado machine—over 14 different 
operations. PROFITS PLUS WITH DE WALT! dado head uses. PROFITS PLUS WITH DE WALT! 


FIRST tilting arbor overhead shaper —does all kinds of First combination back-to-wall machine — saves floor 
shaping work. PROFITS PLUS WITH DE WALT! space, permits straight-line handling. PROFITS 
PLUS WITH DE WALT! 


Now is the right time to invest in AMF DeWalt® for your work! Here is 
the ONE machine that actually provides you with new practical 

ideas for greater shop efficiency, lowers your costs and boosts your profits. 
AMF De Walt greatly reduces your capital investment because it 
accurately does the work of many single-purpose machines. What's 


more, it brings new safety to operators and releases valuable 
floor space for other uses. 


There’s no job that versatile AMF De Walt can’t do—with the 
proper accessory or attachment. Even if you have your own 
idea for an ingenious application, chances are 

good that versatile AMF De Walt can help make it work. 


De Wait inc. yp |) Lancaster, Pa. 


See the complete AMF De Walt line ranging from 
to 10 H. P. models at your dealer's today. POWER SAWS 


Or write c/o Dept. AL-9 for details. in Canada. De Walt Canada iid, Guelph, Ont 


A subsidiary of American Machine & Foundry Company, New York 
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EXTRA DURABLE 
FOR EXTERIORS 


Light in weight, yet it is 10 to 
20% stronger than many other 
woods most commonly used. 











EXTRA HANDSOME 
FOR INTERIORS 


Pale, off-white in color, it is fine- 
grained and has a uniform tex- 
ture. Free from pitch and resin. 


EASY-TO-WORK FOR 
CABINETS, FURNITURE 


This new wood handles well and 
does not split in nailing. Ideal 
for cabinet work, or millwork. 
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Pack River'Qualitsee’ Engelmann Spruce 


fined big reasons make Pack 

Ve River ‘Engelmann Spruce your 
4 © best buy in wood today. It’s the 

new and different wood that is 

stronger and more durable .. . it’s‘as handsome as a wood 
can be . . . and it’s ienninally edsy to handle and work 
for cabinet and furniture making. ; It’s a versatile wood, 
adaptable for exteriors or interiors, excellent for flooring, 


ceilings, siding, interior finishing, rhillwork—even tanks 


and water troughs. ‘ 
\ 


Nature and man combined their talents to bring 
you this new wood. Nature contributed, in North Idaho, 
the most favorable location for growing a superior species 
of spruce and the men in our mills have perfected the 
means of milling, scientific kiln-drying and dears to pro- 
duce a truly great wood. 


A 


Controlled methods of pre-steaming used in 
our kiln-drying process insures absolute uniformity in every 
shipment and a continuing supply is available the year 
round. Be sure to insist on Pack River Engelmann Spruce 
—specify it by name to, insure your customers’ complete 
satisfaction. Ask your wholesaler about it today, or .. . 


4 


, Write Today for 
FREE BOOKLET 


¢ 


ACK RIVER SALES CO. 


SPOKANE, WASH. P.O.BOX64 © TELETYPE SP.105 © TEL. MAdison 0121 
Managing Sales For 


PACK RIVER LUMBER CO NORTHWEST TIMBER CO THOMPSON FALLS LUMBER CO, 
Sondpoint. Idoho Gibbs, Idaho Thompson Falls, Mont 
& CRESTON SAWMILLS, LTO + 
Creston, 8. C. 
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When your customers remodel or rebuild... 
sell them; America’s Largest-Selling, 
Lowest-Cost -Louvred Window ! ! 








To INSURE your own future profits, sell the window 

that satisfies the customer, leaves nothing to be desired! 
. Sell SUN-SASH .. . the louvred window 

that leads the field in outstanding features . . . 

and YET is LOW PRICED! SUN-SASH large, 

six-inch louvres make cleaning easier, installation 

simpler, keep glass costs at a minimum. 

Patented “Side-Seal,” an integral part of the 

window hardware, is an exclusive design 

to make SUN-SASH weather-tight! 

Rugged bronze bearings, concealed dual 

operating rods, combine to give SUN-SASH 

the greatest ease of operation of any louvred 

window sold today! The glass louvres 

fairly float at a touch of the operating 

handle! From every point of view, 

SUN-SASH is the homeowners favorite! 

From the outlook of soaring profits, 

SUN-SASH will be your favorite, too! ! 












































NATIONALLY ADVERTISED 





se Mail Coupon Today! 
All year round, attention-getting , M 
power-packed SUN-SASH ads appear in ie Pak Row. New Yuk te. N.Y, “* 
MOTI, OORAIIET 1 OES SARIS. 3 Please send me additional information on 
SUN-SASH Louvred Windows 


Name ...... 


AO Per eee rarer rem te neeeerenre 


SUN-SASH COMPANY 


38 PARK ROW, NEW YORK 38, N.Y. 
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BARGAIN BARN at the Villaume Box and Lumber Co. brought a 10-fold increase in 


normal Saturday trade the first day it was open. 


Screen doors and window units were 


among the good sellers. Salesman Gene Valentine, left, shows customer Oscar Thurston 
a door while salesman Jim Jackson exhibits a window unit to Wendell Strandberg. 


» «+e « Odds-‘N-Ends to Profits 


A 10-fold increase in Saturday sales resulted for the Vil- 
laume Box & Lumber Co., St. Paul, Minn., the first time the barn 
was open. Here’s how it works: 


Dustgathering, off-size and out- 
moded building materials are van- 
ishing profitably at the Villaume 
tox and Lumber Co., St. Paul, 
Minn., as a result of a new Bargain 
Barn & Handyman’s Corner. A 
swarm of do-it-yourselfers boosted 
the firm’s normal Saturday volume 
10 times the first day the barn was 
open. 

“We took in between $700 and 
$800 in cash, and we probably 
made about $1,000 worth of future 
sales,” says Frank E. Villaume, 
vice-president and general man- 
ager. 

The bargain barn is designed to 
increase consumer sales and to 
rid the firm of space- and money- 
wasting materials. Formerly used 
as a truck garage across the street 
from the main plant, the building 
is 42 feet square. The interior was 
sectionalized and racks were built 
to hold odds-and-ends of plastic 
laminates, tile, shakes, fencing, 
roofing, windows, screens and 
doors. There are wide aisles for 
easy customer access. 
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Original and Discount Prices 


Each item is clearly marked 
with BOTH original and present 
prices. Red oak flooring, for ex- 
ample, is reduced five cents a foot. 
Bronze screening sells for six 
cents less per roll, and basement 
window units, including the 
screen, are marked down from $13 
to $7.65. Some of the more un- 
usual items include a wooden fire- 
place mantle at $22.95—a 50% 
price cut; a corner china cabinet 
that once sold for $104 is marked 
down to $49. 

There is also a special samples 
bin to represent items that are too 
bulky to store in the barn. Samples 
of a half-dozen items are in the 
bin including 1”x3” fir flooring 
that the firm has had on hand since 
World War II days when oak was 
unavailable. Most of the flooring 
is sold to summer cabin builders. 

Another wartime item is a batch 
of narrow flush doors made of 
Finnish birch. The doors didn’t 
sell because the grain runs hori- 
zontally. Some enterprising buy- 
ers are already eyeing them for 


king-sized coffee tables. 

Two days before the barn 
opened, the firm ran a full-length, 
single column ad in the classified 
sections of the St. Paul newspa- 
pers. Large yellow and black signs 
are used as attention-getters on 
the side of the red-painted barn. 


80% Were New Customers 


Although the company is located 
four blocks from the main business 
district of St. Paul, customer traf- 
fic the first day was “extremely 
heavy,” Villaume says. “What is 
more important,” he adds, “80% of 
the customers had never been in 
our place before.” 

Six salesmen were required to 
handle the flow of trade—which 
was heaviest between 8-10 a.m. 
Normally, three men can easily 
handle Saturday sales. 

Two of the sales made the first 
day point up the significance of 
the new business for the estab- 
lished firm. One man bought $200 
worth of odd-size doors and win- 
dows to finish his summer home— 
stock which previously represented 
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STEADY CUSTOMER FLOW kept six salesmen hopping the day the 
barn opened. Customers were more eager to buy the odds-and-ends of 
materials when they discovered each item contained BOTH the original 
and the discount price. Wide aisles and specially-built racks make 


shopping and browsing easy. 


frozen assets for the firm. An- 
other customer bought several 
large windows in the barn, then 
purchased the necessary trim in 
the main plant at regular prices. 

All sales were cash and carry, 
although the company delivers 
small amounts for a nominal fee. 
Purchases of $25 or more rate free 
delivery. 

tesults of the opening day were 
so successful that Villaume is op- 
timistic about the barn’s future. 
“We had a lot of material we 
couldn’t move before,” he said, 
“but now we have an excellent 
outlet.” 


SAMPLE BIN in the bargain barn is 
used to show-off bargain materials that 
are stored elsewhere by the firm. Sales- 
man Jim Jackson shows some flooring 
samples to William O’Brien who wants 
materials to remodel his attic. 
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BUILDING 
BARGAINS! 


VILLAUME'S 


Old-Fashioned 


“BARGAIN 
BARN” 


and Handyman’s Corner 


OPENS SATURDAY 


8 a. m. to 4 p. m. 
At Our Big Yard 


16 W. Indiana 
2 Blocks Off Wabasha 


Sey Hey! What's « “Bargain 
Barn’? To wus it's @ place where 
we'll be able te put all the ‘odds 
and ends” we accumulate from 
time to time ou it's a place 
where you }l S, "ate to pick up 
some truly wrndertul buys in lum- 
ber, millwork and bwildjes ma- 
terials 








CLASSIFIED AD, one-column 
wide and the length of the 
page, announced the opening 
of the barn two days before 
the event. Handymen combed 
the list of bargains in build- 
ing materials and flocked to 
the barn which is four blocks 
off the main drag. 











CASH IN 


RED CEDAR CLOSFT LINING 


SEAL- 
PACKAGED 
FAST-MOVING 


Nationally 
pduertised 
BROWN’S 


AUPERTEDAR 


Guaranteed 90% Red Heart-100% Oil Content 


Our national advertising annually produces thous - 
ands of customer inquiries which are turned over 
to our dealers for follow-up. Here is an active 
market for cedar closet lining. Brown's SUPER- 
CEDAR is a fast-moving, 

profitable item and is 

produced by the largest 

and oldest experts in 

the business. Sold only 

through leading jobbers 

and millwork distribu- 

tors. 


Write for Builders Folder and Consumer Booklet 


PRODUCT OF 


GEO. C. BROWN & CO., ne. 


GREENSBORO, N.C Estat 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 


~ 


“HASSALL 


annulai 
threads have 


- Proven in in- 
dustries like 
shoe making, as- 
bestos siding, 
’ underlay flooring for 
linoleum, pallet manu- 
ae “ene facturing, boat building, 
ESTABLISHED 1890 etc. The stronger grip of 
: annular threads should solve 
many a wood fastening 
problem, maybe yours! 
Write for samples. 


JOHN HASSALL INC. 


P. ©. Bex 2187 
Westbury, Long Island, N.Y. 


fetal 
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Mr. Lumber Dealer 
here is the 


one way 


to learn what’s new 


in lumber and building 
material retailing! 








The “How-to-Show” for Lumber Dealers 


NRLDA 





EXPOSITION 


October 2-10 
Kingsbridge Armory, New York City 


You'll see and hear “how-to”: 


Home Remodeling 
See actual rooms decorated by 
leading magazines. 


Lu-Re-Co Demonstration 
Three Lu-Re-Co houses will be 
erected at the Show. 


Model Retail Store Clinic 
Latest techniques in store layout 
and merchandising. 


Materials Handling 
Workshops explaining use of latest 
equipment and methods. 


Time Payment Sales 
Discussed by experts; also other 
retail business practices. 


Home of 1955 

See a complete demonstration on how 
your building materials can be 
promoted. 


PLAN TO STOP AT BOOTH D-3 


WK extend a cordial invitation to our many lumber 
dealer friends to stop by at Booth D-3...the wel- 
come mat will be out. And, if you insist, we'll even 
talk about Balsam-Wool* and Nu-Wood*. 


WOOD CONVERSION COMPANY 


‘Reg. U. S. Pat. Of St. Paul, Minnesota 
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YOUR AD OF THE WEEK 





No. 18 of a Series 


PICTURES AT WORK FOR YOU 


The two working partners in your ads are words 
and pictures. Their job is to convert blank space inte 
sales messages that will be read, understood and be- 
lieved 


Words and pictures work together to present the 
sales story quickly, clearly, effectively. For example, 
the word “insulation” to some readers may mean a 
material that’s blown into the house through a hose. 
But use it in conjunction with a picture, as in the 
ad at right, and the reader instantly knows what the 
advertised product is, and how and where it is ap- 
plied 

Pictures attract readers, arouse interest, can some- 
times convey more selling impressions at a glance 
than an entire paragraph of text. Pictures make your 
ads competitive in attention value. 


Outstanding examples of pictures at work selling 
merchandise are the great mail order catalogs. Ev- 
ery single item is illustrated. 

American Lumberman’s ADservice was created to 
answer the retail lumber dealers’ need for a supply 
of high-quality yet low-cost mat illustrations. Thou- 
sands of dollars were invested in art and cuts, yet 
mats are available at a small fraction of this origi- 
nal cost. Included are mats of products, applications, 
and completed projects—a total of 254 illustrations 
for all seasons. This service is being used by dealers 
in every one of the 48 states and by many in Canada. 


SEND NOW FOR THIS 
FREE 48-PAGE BOOK 


showing the complete series of 
ADservice mats, plus ad ideas, 
suggested layouts and copy that 
will help make your ads more 
effective. 





(please print or type) 


AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicago 2, Illinois 


Rush my free copy of the 48-page ADservice book. 


NAME 
COMPANY 
ADDRESS 








With ADservice mats, you can have your ad set up to 
look exactly like this. Or you can follow this ad for lay- 
out only and substitute other ADservice illustrations. 


YOUR NAME OR SIGNATURE CUT HERE 


Winter's Coming! WEATHERPROOF | 


YOUR HOME FOR COMFORT AND FUEL SAVINGS | 
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“YOUR NAME 
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Kent Custom Colors 
Flushing, N.Y, 







































1754 


2004 Anniversary 


Buitping 


COLOR TINTING OUR SPECIALTY 
cus 
COL 
Since 1915 


161-24 NORTHERN BLVD.. FLUSHING 
INoerEeNvDENCcE 3-3700 


Devoe & Raynolds Co., Inc. 
787 First Avenue 


New York 17, N. ¥. 


Dear Sirs: 


I am pleased to report a substantial increase in our 
paint sales since we took on the Devoe Decor-matic 
color system. All of our Devoe interior paint inven- 
tory keeps moving because every base color is used to 
produce 9 more colors. There's no dead paint stock 

with Decor-matic colors! 

Our customers like the fashion-correct colors and the 
ease with which they can select them. They enjoy dialing 
with their own color schemes on the Decor-matic dial. 
And we like the ease of mixing -- only one tube re- 
quired for each of the one hundred eighty colors -- 
even deep tones too. Yet, all of the tubes needed for 
your color system fit in a single shee box. We find, 
that with the ready-mixed One-Coat Velour flat wall 
enamel colors as bases, our inventory is turning 

faster than ever before while the high gross profit in 
the system speaks for itself. 

All in all, the Devoe Decor-matic is the finest color 
system we have ever seen. We expect to continue 

to do a big job with it. 


Sincerely yours, 


A.A 


Svend Kent 
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DEVOE a RAYNOiDs 
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NEW Yorx 7, N.Y, 
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You, too 
interior 
Devoe Decor- 
System 


. can increase your 
Paint sales with the 


matic color 
-+- And for less than 
a $400 investment, 


— your doo 
Int sales, , . i 
Profits. Fill out eetaoe 
. below for detailed in- 
‘ormation about this low 
inventory —fast turnover 
—most practical color 
System. Do it today! 


T to more 





Devoe & Ra te 
; ynold. 

787 First Avene, New pany, ; 
Gentlemen: I am in 


r-matic pai 
oun afte Now poor System, P 


rmula For Profitable Paint Gee 
les,”* 


nc., De 
York 17, Ny) Al-9 


Name___ _ 
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EXTERIOR is of buff brick with white mortar. Roof is 90-pound white 
roll roofing to save weight. Rafters extend over the walis. 


Dealer Designed Home Has Exposed Beams 


Exposed beam construction and a floor plan that 
provides for varied use of a third bedroom are two 
of the popular features of a new home recently de- 
signed and sold by the Hunt Sales Co., Ysleta, Tex., 


: 
———. 


MASTER BED ROOM 
14° 15° 7 


LIVING ROOM 
48 x24 


Ww 


ae | 
= z 


BATH 
BREAKFast nau \»Txe® 
ORNER | aa 
| 











rover 
KITCHEN exis” 
y*rig’ 


it ot 5a 
| 





————— SS 





BED ROOM 
w*x 148 





PORCH 
fay y) 


52-0" 


HOUGE AREA+iG62 6Q.FT 
CARPORT ANG PORCHES: TIO SQFT 


an E] Paso suburb. 

The roof was built with 4”x8” Douglas fir timbers 
on 32” centers that extend over the exterior walls. 
The beams were given a fruitwood stain and the 
insulation board decking was painted in a variety 
of colors. 

Describing the conversions possible with the third 
bedroom space (see floor pian at right) Kelly Hunt, 
owner of the Hunt Sales Co., said: 

“This house was designed with the idea that the 
area could be used as it is now, or a third bedroom 
could be created by cutting a doorway in the living 
room wall. it also can be used as a ‘rented-out’ bed- 
room-living area because it has its own bathroom and 
a kitchen could be installed. 

Today, few homes are designed for the smaller, 
older families that want a nice house for just two 
people eventually with a space that could be rented 
out for additional income. Most houses now are 
thought of as expandable but in the case of older 
people they are thinking of a home that can be re- 
duced in area.” 

The living room has both wall ends finished with 
1”x4” red cedar paneling that was given a blond stain 
and a liberal coating of wax. All other walls are dry 
wall with a texture finish. The home was built on a 
70x165 lot and sold for $21,750. The price included a 
1,000-foot flagstone patio, rock walls and landscaping. 

Hunt plans to build additional homes using this 
basic plan in the near future. The overall cost could 
be reduced by eliminating the patio, some of the cabi- 
net work and paneling. But as he says: 

“From the lumberman’s standpoint this is a won- 
derful home just as it stands. He can supply the 
studs, structural beams, the decking and many other 
items that add up to a profitable bill of materials.” 
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MASTER BEDROOM faces 
north and onto the patio and 
garden. Colors are natural 
wood tones, with beige and 


rose walls and exposed ceiling 
decking 


SPACIOUS KITCHEN has 
beams and decking exposed. 
Colors are brown and yellow. 
Cabinets were built in Hunt's 
shop and the hardware is 
wrought iron. 


LIVING ROOM is 14’x24’ with 
a wall of glass opening on a 
porch, patio and backyard. 
Ceiling beams are exposed 
and fruitwood stained. End 
walls are red cedar given a 
blond stain and waxed. 





Win more satisfied 
customers, more repeat 
business — SELL 


with the 


WARP-FREE 
CORES 


RAILS — clear, kiln-dried 


3° Ponderosa pine 


STILES — clear, kiln-dried 
14%" Ponderosa pine 


CORE—fully vented, warp 
free, Flexicore construction 


PACES —fully sanded, 3-ply birch, 
red oak or Philippine mahogany 


Mohawk Flush Doors are the answer to your door prob- 
lems! Here's why! They're built for quality— priced for econ- 
omy! They have thoroughly seasoned white pine stiles and 
rails...large double Be -blocks ... completely vented, 
oe free Fle: xicore construction and three ply, beautifully 
sanded and matched birch, red oak or Philippine mahogary 
faces. Gain more door business in your area—more satisfied 
customers — faster turnover and greater profits with Mo- 
hawk Flush Doors. Sold through wholesale distributors 
only. Send coupon today for details! 


NEW HIAWATHA EXTERIOR DESIGNS 


) Send Coupon : 
: Mohawk Flush Doors, Inc. 
Today! —> + 3384 Hammond Avenve 
Elkhart, Indiana 


Maen FLUSH Doors Iwerior Doors, () Exterior Door, 


0 Hiawatha Birch Trimmed Ex- 
terior Doors. 
et 3384 Hammond Ave 
Elkhart, indiane } 
_ > ame 


A 





Le 
Address 
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Reduce Delivery Costs 
and Speed up Deliveries 


TRUCK BODY 


Load or Unload a Load 
or Half Load ata Time 
Beds Shipped KD 


Easy Assembly & Mounting 
Write, wire or phone tor Catalog ond Prices 


The R-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MO. 





Now ovailable with 
bronze oilite bear- 
ings. Plated or 
stainless steel or 
solid brass. 


STORM DOOR CLOSER 
and PROTECTOR ast 


56 eee 
>», ue ‘a 
#80 the only self-lubricated, 10 year 


gvaronteed closer. #90 available 
without chain. 





DONE-BORE LATCH 


With or without key | 8,000,000 in use 
locking. Just drill | today. Just drill 
three %" holes one 1” hole 


Write today for prices and catalog sheets. 
IDEAL BRASS WORKS, INC. 


250 E. 5th St St. Paul 1, Minn 
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North Dakota CUSTOMER PARKING AREA 





Michigan 


MOHAWK IN- 
DIAN in regalia 
at full speed on a 
wooden horse is 
the symbol of Mo- 
hawk Lumber’s 
super mart in De- 
troit. Neon-lighted 
sign also includes 
a clock for the 
convenience of 
shoppers. 


(a 


BuILDING Propucts MERCHANDISER 


shows interest in customer’s wel- 
fare. This sign is seen at the 
Robertson Lumber Co., Grand 
Forks, N. D. 


ce 
_— 


SPOT-LIGHTED SIGNS like 
these at the Deal Lumber Co. 
create a dramatic effect that 
the ordinary neon-lighted sign 
doesn’t have. 





PONDEROSA PINE 
PANELING 
MOULDINGS 

CUT STOCK 


FIR AND LARCH 
WHITE FIR 
DIMENSION & BOARDS 


Blue Mountain Mills’ large timber 
holdings in John Day Valley are in 
the center of one of the country’s 
finest stands of Ponderosa Pine and 
associated species. Our facilities and 
care in the manufacture of this raw 
material give you lumber and lumb 
products of outstanding quality and 
salability. 





100% KILN DRIED 


Courteous, efficient handling of all in- 
quiries and orders. Write, wire or phone— 
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Among the Dealers 





LLOYD EKLUND rehearses a few practice rolls on his drums. 


Lumberman Drums Up 
Band for Diversion 


As a young man, Lloyd H. Ek- 
lund, owner, Eklund Lumber Co., 
Port Angeles, Wash., made his liv- 
ing playing the drums in a band. 
Now as the owner of his own lum- 
ber yard, he’s organized a seven- 
piece band that meets when the 
spirit moves them in the display 
room of the Eklund yard. 

These sessions are strictly recre- 
ational and Eklund has recorded 
some of the sessions on his tape 
recorder. Pleased with the record- 
ings, he plans to sponsor a radio 
program in the near future featur- 
ing tape recordings made by the 
band. 


Okla. Lumbermen Meet 


Oklahoma Lumbermen’s Asso- 
ciation will hold its 8th Annual 
Free Convention and Merchandis- 
ing Mart, October 19-20, in the 
Municipal Auditorium, Oklahoma 
City, according to Virge Steger, 
President of the group. 

Co-Directors, R. E. “Bob” Fra- 
ley, Bob Fraley Lumber Co., Ard- 
more, and J. Lynn Overlees, Over- 
lees-Woods Lumber Co., Bartles- 
ville, will have charge of conven- 
tion arrangements. 

The theme of this year’s meeting 
will be “What is the great Transi- 
tion now taking place in the Retail 
Lumber and Building Material 
Dealer’s Industry?” 

More than 120 individual exhibi- 
tors have already contracted to 
display their products and serv- 
ices to the lumber dealers of Okla- 
homa, and arrangements are being 
made for 2,000 in attendance. 


56 





New Ohio Firm Founded 


The King Lumber Co., headed 
by J. L. (Jack) King, was founded 
early last month in Toledo, Ohio. 

King, who has been in the lum- 
ber business 30 years, resigned as 
vice-president and general man- 
ager of the Benner Lumber Co. to 
organize the new concern. Pre- 
viously he had been with the Cun- 
ningham Lumber Co. 

Other officers of the new firm 
are: Mrs. Laura King, secretary, 
and J. W. Cunningham, vice-pres- 
ident and treasurer. Directors in- 
clude the officers and W. E. Dowl- 
ing. 

The company will do general re- 
tail millwork and building materi- 
als business. 


EY 


HOUSES ARE LIKE PANCAKES — 
it’s the ingredients that count, Aunt 
Jemima, culinary representative of the 
Quaker Oats Co. tells Graham Rohrer, 
left, director of specialty sales, and 
John Hickey, advertising manager, 
Georgia-Pacific Plywood Co. Aunt 
Jemima will make and give away her 
famed pancakes during the NRLDA 
Show in New York, Oct. 2-10. 


R. C. Smith and Clyde E. Booker of 
Fort Scott have purchased the Quincy 
Lumber Co., Fort Scott, Kan., from 
Quincy Mingori who has been manager 
of the company since its founding in 
1942. Mingori was inducted into the 
armed forces. 


John Ragan who was manager of the 
Burgner-Bowman-Matthews Lumber 
Co. yard at Farnam, Neb., for 17 years 
has been appointed manager of the 
R. J. Hurley Lumber Co. yard at Deep- 
water, Mo. 


Earl Van Dorn recently sold his 
yard, the Seymour Lumber Co., Sey- 
mour, Iowa, to Kenneth L. Snorf, Des 
Moines. 

After managing the Hardman Lum- 
ber Co., Beaver City, Neb., for the 
past three years, Ted Kortman has 
been transferred to Colby, Kan., to 
take over the management of the com- 
pany’s operations there. 


Norman Herren, manager of the 
Fullerton Lumber Co. yard, Fremont, 
Neb., has been transferred to a similar 
post at the Fullerton yard at Ver- 
million, S. D. 


Forest Garrigus has purchased the 
retail department of the Carnation 
Lumber Co., Forest Grove, Ore. The 
department will be operated as the 
Garrigus Lumber Co., Inc. Resident 
manager will be H. B. Franke, who has 
worked in the Garrigus yard as Mc- 
Minnville for the past seven years. 

Charles and Nelson Freeburg have 
given the University of Illinois Small 
Homes Council a grant of $1,000 for a 
study of minor exterior accessories, 
such as entrance steps, which are com- 
mon to all houses. Their interest in 
precast concrete accessories stems 
from their observation of work done in 
Sweden. Object of the study is to im- 
prove the design of these accessories 
and to adapt them to precasting so 
they can be made in a casting yard and 
transported to the building site. 


Ketcham Dies in Muskogee 


H. E. Ketcham, who headed the 
lumber company bearing his name 
died recently in Muskogee, Okla., 
from a heart attack. 

He had been a prominent figure 
in business and civic affairs for a 
half century. He came to Muskogee 
in 1900 as manager of the Gloyd 
Lumber Co. and remained with 
that company until 1907 when he 
bought the J. C. Chapman Lumber 
Co. He laser bought other yards 
in Oklahoma and Kansas. Some 
of these yards he later sold, but 
he continued to operate a number 
of yards in Oklahoma. 

Mr. Ketcham was a member of 
the Rotary club, the Southwestern 
Lumbermens Association and the 
Oklahoma Lumbermens Associa- 
tion. 
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NEW NG ee 0 


) quatiry 
RED Hi OT ! Solid Core Construction 


PRICE 


REVOLUTIONARY 2-WAY Most Economical Money Can Buy 


‘ Smartly Styled Color Selection 
A | ‘io : | MAGIC-FOLD DOOR SIZES 

SOLID CORE Magic-Fold closures are made In 
FOLDING DOOR 


two standard heights, 6'8'' and 
8'0". Both these heights are made 
in 4 standard widths, 2'0", 26", 
3'0"'", and 40", to fit any opening 
from 24" to 48" wide. Or, pair 
these single sizes and get twice the 
width. 


Sell it KD ina Kit for. . . $17.95 a tae 
Your cost FOB your distributor $11.95 tom to bit the building feta 


in many a moon! Imagine a KD 
folding door that can be assembled 
OR in 20 minutes—hung in 10—AND any woman 


Sell it fully assembled for . $19.95 sera ‘and ih. ei a a's randy mr 
Your cost FOB your distributor $13.00 BEC AUSE— 


Magic-Fold is low in cost. It's high in quality. It's beauti- 
ful in appearance—and comes in a wide range of 
attering colors. it gives years of wear, Is easy 


» hang, and requires virtually no mainte- 
Every one of your customers Is a pros- nance. Sizes available for nearly 


pect for Magic-Fold Doors—whether their every size opening. 
house is new or old. This can be one of your 
biggest profit makers. . 


CLIP ME NOW MAIL ME TODAY! 


ror run | CLOSURES, INC. 


_piTaus | 533 E. Forest 

poRinny Detroit 1, Michigan 
or mail this 
coupon now! 





Gentlemen: 
Please rush me prices and full details on your amazing new Magic- 
Fold Door. 


Manufactured by: NAME 


CLOSURES, INC. 


533 E. Forest Detroit 1, Michigan ADDRESS 


MFRS. OF WONDERFOLD AND MAGIC-FOLD DOORS CITY ZONE STATE 
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Meet the Growing Demand! 
i The popularity of dry wall construction is grow- 
~y Lamber Products ing ... and growing fast! That means more and 


more of your customers will need dry wall tools. 


The perfect answer is Goldblatt Dry Wall Tools! 


SPECIALIZING IN 


PONDEROSA PINE 


Big demand? You've seen it yourself. For ex- 
ample, look at these figures: an estimated 7,000,000 
owners of one-family homes need more space. At 
$1,000 a room, the dollar potential of this new mar- 
ket is $7 billion—almost half of the total $15 billion 
volume of new residential construction done in 1953! 
The big part of this work will be dry wall construc- 


DOUGLAS FIR 
~ REDWOOD 


tion. 


And that’s a new market—a bonus market in 
addition to the growing use of dry wall in new home 


construction. 


Get ready now to fill your customers’ growing 
need for dry wall tools. Stock and sell the most com- 
plete line of tools especially designed to meet the 
needs of dry wall construction—Goldblatt Dry Wall 
Tools! 

Meet us at the National Hardwore 
Show Booth 7188 


SEND TODAY FOR 
FREE CATALOG 


You'll find this catalog 
is a guide-book to profits. 
Stock and sell Goldblatt Ce- 
ment-Finishing, Plasterers’, 
Dry Wall, Masonry and other 
construction tools and equip- 
ment... Discover NEW 
customers, NEW sales, NEW 


eNO - 


FIRST CHOICE OF THE 
TROWEL TRADES 


/ 
Joldblatt) roo. COMPANY 


1924-E Walnut St., Kansas City, Mo. 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RAndolph 6-0540 
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ATTACHING LOK-RIB PANELS. Ease of construction is one of the important 


features of the Milcor LOK-RIB building. 


Its simple design makes it a labor 


saver to building erectors as well as persons who wish to build it themselves 
Only one size nut and bolt are used throughout the building. 


Unveil Arch-Panel Building At Wisconsin State Fair 


A revolutionary new steel build- 
ing for farm and industrial use 
made its first public appearance at 


panels which serve as both struc- 
tural members and exterior sheath- 
ing. 


erected. The 32’ x 60’ building 
which was located on the state 
fair grounds, was erected in three 
days by a few men who had not 
even seen a picture of it and didn’t 
know what to do until they were 
called to the site. 

Only one size bolt and nut is 
used throughout the structure. 
The only tools required are a 
standard wrench and a drift pin. 
Tests have been conducted which 
indicate the strength of the build- 
ing far exceeds normal code re- 
quirements for wind and snow 
loads. 


The building’s strength results 
from a carefully engineered V-type 
rib, which forms a box girder when 
adjacent plates are assembled. The 
rib is so corrugated that one rib 
locks into another and holds it in 
place. 

Production facilities at the In- 
land Steel Products Co. plant in 
Milwaukee, have been completed 
so that these buildings will be 
available in the arch profile style 
in four widths: 24, 32, 40 and 48 
feet. Price of the building to the 
consumer is approximately $1.25 


per square foot of floor area, ex- 
clusive of freight, foundation and 
floor, erection and electrical or 
mechanical installation. 


the 1954 Wisconsin State Fair. 
Called the Milcor LOK-RIB build- 
ing, it is assembled of one-piece 


Many advantages are claimed 
for this building. It has no sep- 
arate framework and is easily 


You'll find it 
profitable 


to Sell Stewart 
Nationally Advertised 
Products 


Stewart products are 
good selling items for 
building supply dealers 
because they are al- 
ways in demand. If you 
are not getting your share of this 
business, write for literature ard 
get acquainted with the Stewart 
line. Dealers everywhere are mak- 
ing extra profits through the sale 
of Stewart products. Write for 


catalogs today. 
Settees, Flagpoles 
Other Steel Folding 


Stewart Gates 
Wire Window 
Money Guards 
Bronze Plaques, 
Makers — 
THE STEWART IRON WORKS CO., INC. 
2151 Stewart Block, Cincinnati 1, Ohic 
Experts in Metal Fabrications Since 1886 





Chain Link Wire Fenc 











Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 20 Million for past half century under exacting Forest 
Management Plan without depletion. 










































































HARDWOODS — WHITE PINE — HEMLOCK 








DEFEND YOUR TRADE WITH 





MENOMINEE INDIAN 


Neopit, Wisconsin 


MILLS 


Aic-dried QUALITY LUMBER Kiln-dried 
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GRILLES AND 
ACCESSORIES 


oe 





for wood 
or metal 





Some 
Distributorships 
Still Available 


Cash in now. . . onthe greatest 
sales boom in years! ROYAL grilles 
and accessories are your new 
profit makers. They're stronger, 
brighter, original in design. FREE 
“Viewer” catalog available. 


if your distributor cannot supply you, write: 


“ROYAL FACTORIES 














3742 Chancellor St., Phila. 4, Pa. 


60 (To obtain more data on advertised products see page 82) 


Roy Voshmik Retires 


Roy Voshmik, assistant secre- 
tary, Weyerhaeuser Timber Co., 
Tacoma, Wash., retired Aug. 31 
after 48 years in the forest prod- 
ucts industry. 

Voshmik will be succeeded as 
assistant secretary by Robert Hal- 
liday, Tacoma office supervisor for 
Weyerhaeuser Sales Company’s 
lumber purchasing department. 
Halliday has been with the firm 
26 years. 

Voshmik’s career in the lumber 
industry began in 1906 as time- 
keeper with the Bonner’s Ferry 
Lumber Co. in Idaho. He moved 
to Longview in 1927 as office man- 
ager of Weyerhaeuser’s branch 
operation there. He was trans- 
ferred to the Tacoma office as as- 
sistant secretary in 1946. 

Retirement won’t mean idleness 
for Voshmik. He and his wife are 
planning to build a new home and 
the inside work on the new home 
Voshmik plans on doing most of 
himself. 


Color Ads Introduce 
New Capitol Kitchens 


“The newest thing in kitchens” 
is what Capitol Kitchens, Roselle, 
N. J., calls its completely rede- 
signed line of steel cabinet kitch- 
ens to be announced to consumers 
in full page color advertising in 
House & Garden magazine for 
October. 

In announcing the design, Capi- 
tol Kitchens is featuring color for 
the first time. Twelve Capitol col- 
ors, plus white, will be available 
on what the manufacturer claims 
is the fastest color delivery in the 
industry. 


Arkansas Soft Pine Bureau 
Steps Up Promotion Budget 


To meet the challenge of stiffer 
competition from other wood spe- 
cies, as well as substitutes, mem- 
bers of the Arkansas Soft Pine 
Bureau recently voted to double 
their subscription to the Bureau’s 
advertising budget. 

Under the expanded program, 
promotion will be intensified in the 
areas of heaviest distribution. 
Stepped-up promotion will include 
radio, TV, and direct mail. 


Sash Jobbers Meet 


The 13th annual meeting of the 
Northern Sash & Door Jobbers 
Association will be held in De- 
troit, October 25 to 27 at the 
Sheraton-Cadillac Hotel. 

“What is your greatest busi- 
ness problem?” will be one of the 
subjects covered at a _ business 
meeting. Two top-notch speakers 
will bring specific recommenda- 
tions to this question. 


Atlas Plywood Opens 
Texas Flush Deor Plant 


The building industry’s largest 
flush door manufacturing plant 
was recently put into operation by 
Atlas Plywood Corp., at Center, 
Tex. 

Using a completely integrated 
manufacturing operation, the new 
mill takes in logs at one end and 
turns out hardwood flush doors at 
the other. 

According to vice-president, 
Frank W. Harney, who supervised 
the planning and building of the 
mill, Center was selected as the 
site of Atlas Plywood’s 25th manu- 
facturing plant because it was 
readily accessible to southern 
hardwood oak and gum timber- 
lands; close proximity to main 
building areas of the southwest; 
and availability of a good labor 
supply. 

Presently employing 250 work- 
ers, the plant is turning out 1,000 
doors a day. 


Leaders Hail Wohlenberg, 
New Forestry Professor 


Eighteen prominent leaders of 
the redwood industry met last 
month in San Francisco’s Union 
Club to pay tribute to E. T. F. 
Wohlenberg, before he left for 
New Haven, Conn., to become pro- 
fessor of industrial forestry at 
Yale University. 

Until recently vice-president of 
Masonite Corp. and general man- 
ager of the company’s plant at 
Ukiah, Wohlenberg’s appointment 
to Yale marks the beginning of 
the university’s industrial forestry 
department. 

The farewell luncheon was ar- 
ranged by the conservation com- 
mittee of the California Redwood 
Association. It was this same com- 
mittee that in 1951 organized the 
Redwood Region Conservation 
Council of which Wohlenberg was 
elected first president. 

He has been active in western 
lumber circles for four decades, 
and is one of the leaders who early 
foresaw the need for sound for- 
estry practices which are so widely 
practiced today. 


Plastics in Building 
To Be Discussed 


Growing recognition of the im- 
portant potentials for plastics in 
the construction field is evidenced 
by plans for a conference at Wash- 
ington, D. C., Oct. 27 and 28, for 
discussions on “Plastics in Build- 
ing.” 

The conference, which is the 
first of its kind, is being sponsored 
by the Society of the Plastics In- 
dustry, Inc., the Manufacturing 
Chemist’s Association and the 
Building Research Advisory Board. 
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Color js thday's big 
talking point in selling 
interior finishes. This 
smart-looking Satone 
Colorcade book shows 
your customers scores 
of rich new decorator 
colors . . . colors that 
sell on sight! 


{ 


NAME 
STORE NAME 
ADDRESS __ 











Satone doesn’t claim—it proves 
its ability to out-perform all 
other interior finishes, latex 
included. Try it just once and 
watch it prove how it covers in 
one quick-drying coat, how 
fully scrubbable it remains. 
Satone needs no primer or 
sealer, is fadeproof and fool- 
proof, has no painty odor. 
Combined with a thoroughly 
tested merchandising plan that 
really works, Satone can prove 
quickly its ability to out- 
perform other type paints in 
sales, too. Get the full proof 
story on Satone, then test your 
free sample. 


The Patterson-Sargent Company 
1325 East 38th Street 
Cleveland 14, Ohio 


Gentlemen: 


| would like to try a quart can of New Satone, without cost or 
obligation to me! 











YOUR PROFITS 
WITH 


WEST COAST 
DOUGLAS FIR 
Why let unneeded sizes crowd 
your yard? Air-King ships the 
best green Douglas Fir as you 


want it— specific lengths and 
widths to 24-ft. — fast. 


Let us demonstrate. 


MANUFACTURING 
CORP. 


Tigard, Oregon 
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THE LUMBER MARKET 


Estimate Production 
75°% of Normal Output 


SEATTLE There are good 
grounds for belief that the strike 
may end anytime now. In some 
areas there is a strong back-to- 
work movement. Mills continue to 
start up under temporary agree- 
ments. One estimate here is that 
production, counting non-report- 
ing and reporting mills plus re- 
saw plants, is close to 75% of nor- 
mal, 

It is likely a fact-finding board 
of seven men may be appointed as 
proposed by the governors of 
Washington and Oregon. Under 
the plan the board will study the 
facts of the strike while the men 
return to work. 

The market is slow except for 
scarce items. Buyers tend to hold 
back anticipating lower prices. All 
kinds of dry lumber is difficult to 
buy. Fir uppers can hardly be 
bought. Cutting is hard to buy. On 
the other hand, green fir dimension 
is a little weaker. Shingles are 25c 
to 50c higher and can hardly be 
found. Dry hemlock is very scarce. 
Cedar siding requires 60 to 120 
days for shipment and practically 
no stocks are available. Production 
is limited to Canadian mills. Pines 
are steady with some items of 
Ponderosa strong. The cold and 
wet summer has delayed drying of 
spruce and as a result dry stocks 
bring premium prices. 


Heavy Order File 
In Tacoma Region 


TACOMA—Return of AFL mill 
workers and loggers to their jobs 
has pushed lumber and log produc- 
tion up to pretty near normal 
throughout this area. Demand at 
the moment is good, due probably 
as much as anything, to shortages 
in most items that have built up 
during the strike period. 

Mills and camps in consequence 
are getting back on full produc- 
tion schedules as rapidly as pos- 
sible. Weather conditions have 
been unusually good for the sum- 
mer season and this is expected to 
be a further stimulant to produc- 
tion. 

Order files are heavy and there 
is a good backlog of inquiries, indi- 
cating that business can be expect- 
ed to remain brisk indefinitely. 
Many firms are going on a double 
shift basis, at least temporarily, to 
clean up immediate demands. 

Howard Clevenger of Port An- 
geles bid more than four times the 
appraised value to get 10,600,000 





board feet of Olympic National 
Forest salvage timber at a public 
sale. His bid was $242,220. The 
timber had been appraised at 
$59,170. Thirteen firms entered 
bids for the timber, which was 
mostly hemlock, silver fir and 
Douglas fir. 


Some water-borne lumber move- 
ment was evident last week and 
this is expected to increase with 
resumption of mill operation. Car- 
goes that were shipped included 
150,000 feet of lumber for the east 
coast on the P & T Explorer, 600,- 
000 feet of ties for the United 
Kingdom on the Cape Verde and 
500,000 feet of army lumber for 
the Orient on the Winter Hill. 


Prices Firm in 
Northern California 


SAN FRANCISCO — Northern 
California’s lumber market is 
“rolling along in fine shape” de- 
spite continuation of the Pacific 
northwest strike. Mills have good 
order files and prices are holding 
firm. 

Two-by-four #2 and better is 
priced at $82 delivered, with 2x6 
at $81. One-by-six #2 and better 
as well as 1x8 are holding at $80 
and are very hard to find with lit- 
tle if any stocks coming through. 

Jim Farley of San Francisco’s 
Pacific Lumber Co. reports “the 
lumber business is wonderful” 
from a short term point of view. 
Farley as well as other spokesmen 
report being over-sold in every 
staple item. 


“Not a thing can be shipped 
promptly,” Farley declares, “ex- 
cept occasional carloads of com- 
mon #3 or better.” 

No consideration is being given 
to advancing prices, with most 
firms convinced that a reputation 
for stability is more important 
than the few extra dollars they 
might gain by price advances now. 


Yellow Pine Strong 
At Kansas City 


KANSAS CITY—A considerably 
larger amount of lumber is mov- 
ing into the retail yards in the 
southwest and, more important, is 
the fact that mills are shipping 
more directly to jobs under con- 
struction than has been the case 
for any August. 

The market conditions in lumber 
showed little change in the closing 
weeks of August and the steadi- 
ness that has prevailed is expected 
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to continue into September, ac- 
cording to observers. 
The settlement of the west coast 


strike would not have much, if any, NOW ial EXTRA Profits From 


effect on the southwestern mar- LY s/ 
ket, which already is receiving over-The-Counter ale 
large amounts of green fir to re- 

place the lumber than previously 
came from union mills. Yellow pine 
is in strong demand and buying 
picked up following modest price 
reductions from the jacked-up 
levels that immediately followed 
the west coast shutdown. 

The Long-Bell Lumber Co., 7 99 . ‘ 
which operates 112 retail yards, C | | d C b 
with more than half in Oklahoma, ustomer instatle ombination 
Kansas and Missouri, had retail 
sales for the first eight months of ° 
1954 to about 10% over a year ago Windows and Doors 
and in the last two months the 
average increase was well above 100% extruded aluminum 
the cumulative eight-month total. © self-storing 
* 3 separate glass and screened inserts 

® rust-proof; leak-proof 

Lumber shipments of 506 mills * “fingertip” control levers 
reporting to the National Lumber © 100%, all-extruded aluminum 
Trade Barometer were 2% above 
production for the week ending 
August 28, 1954. In the same week 
new orders of these mills were 
7.2% above production. Unfilled 
orders of the reporting mills 
amounted to 49% of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 27 
days’ production at the current 
rate, and gross stocks were equiva- 
lent to 51 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
3.1% above production; new or- 
ders were 6.8% above production. 


Lumber Nationally 











*less 
quantity discounts 


q, is full 1” thick extruded aluminum 
s “dl boomer sate completely weatherstripped 

Southern Pine WE cation Soh 1 ee pneumatic door-check 

The Southern Pine Association exclusive concealed hinges 
trade barometer for the week end- gd \ bos st all hardware included 
ing August 28, 126 mills report- a ON fi 
ing, gave orders as_ 19,311,000, 
shipments as 19,561,000 and pro- 
duction as 17,903,000 feet. 

: ery t to increase sales and profits—make JASCO com- 
Shipments were 1,658,000 feet or Here are two ways - P 


9.2% above production for the bination windows ai.di doors available to your customers. Economically 
week. Orders were 1,408,000 feet ; , i i eatitlaed 

BUS, 7 ; come 
or 7.8% above production. Orders priced, they're precision-made of 100% extruded aluminu 
were 250,000 feet or 1.2% below complete with all hardware; are quickly and easily installed by the 
shipments. The decrease in orders h h if 
on hand was 250,000 feet. ome owner, himself. 


JASCO is a nationally recognized brand name, with regular ads 
Western Pine appearing in: 


The Western Pine barometer for LIFE + THE SATURDAY EVENING POST 


the week ending August 28, 115 BETTER HOMES & GARDENS - THE AMERICAN HOME 
mills reporting, gave orders as GOOD HOUSEKEEPING 
79,172,000, shipments as 81,832,000 
and production as 82,368,000 feet. 
Shipments this week were .6% Take advantage of this opportunity to step-up sales with JASCO Cus- 
5 aa eek tek ae ae sagt oe il pcs tomer-Installed combination windows and doors! Factories in all areas. 
duction. Orders were 2,660,000 
feet or 3.3% below shipments. 


Orders accepted increased 4,557,- Gs JASCO ALUMINUM PRODUCTS CORP. — 








000 feet or 6.1% compared with (Main Office:) New Hyde Park, N. Y. 
the last report. . . 
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Lumber Prices at Press-Time 


The following index is intended mereiy as a check on buying practices. It is 
a compilation and average of mil! prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine 


DOUGLAS FIR 


Vertien! Grain Flooring 


B&Btr Cc D 
1x4 180.00 175.00 110.00 


iat Grain Flooring 
1x4 155.00 150.00 100.00 
1x6 ..180.00 166.00 1 


Drop Siding 
1x6 (Pat 
1x6 (Pat 


765.00 170.00 116.0f 
170.00 1109.00 


#106) 1 
#116) 175.00 
Celling 


x4 140.00 
1x4 -«- 135.00 


138.00 10.00 
130.00 90.00 


Beards and shipliap and 2” (Green) 
1x6 1x8 1x10 1x12 
No. 1 65.00 70.00 . 66.00 72.00 
No 4 60.00 64.00 §2.00 67.06 
No ; 55.00 95.00 £5.00 60.00 

No. 1 Dimension 
12’ 14’ ‘ 18 20° 

1 76.00 76.00 75.00 75.00 
75.00 78.00 75.00 72.00 
. 7.00 76.00 7 } 75.00 74.00 
10 75.00 77.00 76 75.00 75.00 
12 75.00 73.00 75.00 74.00 


( 
, 

No. 2 Dimension 

i 71.00 71.00 ; : 73.00 

if 70.00 73.00 [ 71.00 

8 70.00 69.00 71.00 


a 70.00 69.00 68.00 
68.00 70.00 


, 
, 
9 


l 
2x12 70.00 


No. 3 Dimension 

x 4 5.00 
2x 6 ‘ — 
ix & 50.00 
2x10 10.00 
Zxiz2 10.00 


RED CEDAR SHINGLES 


Royals 
No. 1 
No. 2 


Perfections 

No, 1 

No, 2 

No. 3 
AAXNAN 

No, 1 

No. 2 

No. 3 


WESTERN RED CEDAR 


Prices for Western Red cedar siding 
in mixed cars, new bundling, W to 10 
are: 

Beveled Siding, % tach 
Clear = “BRB” 

% by 4 Inch.... 95.00 90.00 60.00 
% by 5 Inch... 80.00 77.00 50.0 
i by 6 inch....115.00 110.00 $0.00 

% by 8 Inch 145.00 135.00 95.00 
Clear Bungalow Siding, % tach 

8 Inch --170.00 165.00 

10 ineh 195.00 190.00 

12 inch 195.00 175.00 


Finish, B and Btr, $2 or 48, 
@ to 10 or Rough 


135.00 
165.00 
159.00 


235.00 
245.00 
. 275.00 


Cc D 
125.00 100.00 
125.00 160.00 
Discount on mouldings, 6 to 20’ odd 
lengths 


Series 8,000 
Listing under 4.00—list es 35%. 
Listing 4.00 and over—list plus 35%. 


Clear Lattice, 5/10 x 1%"—’ to 18” 
100 lin, ft 1 
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WESTERN PINES 


Ponderosa Pine 


Selects 

S2 or 48 4/4 
C&Btr. RL 260.00 

Shop, 828 


5/4 

6/4 
Commons, $2 or 48 

B& Bt No. 3 

Ixs RL 116.06 68 00 

Ixl2 RL . -122.00 68.00 50.00 
Idaho White Pine 
Selects S82 or 48 


C&Btr. RL 

Db RL 
Commons, 82 or 48 

No. 1 No. 2 No. 3 

1x6 157.00 145.00 100.00 

1x12 186.00 151.00 100.00 
Sugar Pine Selects S82 or 48 

1/4 RW /4ARWw 

B&Btr. RL 265.00 280.00 

Cc REL 260.00 75.00 

Db RL 230.00 245.00 


Shop, S28 


270.00 270.00 270.00 75.00 
230.00 230.00 230.00 245.00 


ix4 1x6 1x8 1x10 
U 


6/4 RW 
285.00 
280.00 
245.00 


No. 1 No. 2 No. 3 
152.00 122.00 80.00 
152.00 122.00 80.00 





OAK FLOORING 
“Mvhite ‘1a50b teo.d> 1feieo 

hited 191.00 167.00 00 
Sel. Plain 


White 175.00 148 
Red 183.00 152 


Y%x1% 
157.00 
157.00 


1 Com, 

W hite 160.00 

Red 160.00 
22 Com, 

in. White 

& Red 105.00 ) 80.00 65.00 
1 Com, & 

Kir. Shorts 

\%’ 120.00 87.00 90.00 75.00 


SOUTHERN PINE 
Vertical Grain Flooring 
B& Btr. c 
ix4 Heart 250.00 235.00 
iat Grain Flooring 


176.00 
. 175.00 


D 
200.00 


160.00 
165.00 
Drop Siding 

1x6 #106 

1x6 #116 


Boards & Shiplap 
1x6 


140.00 
140.00 


1x8 1x10 1x12 


145.00 178.00 
No, 2 84.00 90.00 87.00 100.00 
No. 3 «+++ 69.00 76.00 73.00 73.00 
No. 1 Dimension 
12’ 14’ 16° 18’ 
99.00 99.00 102.00 112.00 
99.00 101.00 99.00 109.00 
99.00 99.00 $9.00 190.00 
114.00 114.00 114.00 127.00 
132.00 132.00 00 142.00 
No. 2 Dimension 
2x 4 94.00 96 97.00 107.00 
2x 6 91.00 § 00 101.00 
2x 8 93.00 00 98.00 
2x10 94.00 94.00 110.00 
2x12 90.00 90.00 90.00 117.00 


No. 3 Dimension R/L Only 


No. 1 (D 


_ Grade) 140.00 


All of the above stock kiln Dense Stock 


REDWOOD 


Bevel Siding 


4 V.G. Clear All 

. Clear All 

+. Clear All 

;. Clear All 

’.G. Clear All 

’.G. Clear All 

. Clear All 

3. Clear All 

3. Clear All 

. Clear All 
Note: A grade Y.G. Redwood Siding 
$5.00 less for %, % and % in above 

sizes. 


Anane Siding 


1x10 V.G. Clear All Heart 
1x12 V.G. Clear All Heart 
Note: Deduct $15.00 for A Grade. 


Finish 


lx 4 Clear Heart 
lx 6 Clear Heart 
1x 8 Clear Heart § 
1x10 Clear Heart 
1x12 Clear Heart 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr 
BRU és sare 170.00 


Flat Grain Flooring 


Ix4 . ; 145.00 
..170.00 


Drop Siding 


1x6 (Pat. #106) 165.00 
1x6 (Pat. #116) 165.00 


Ceiling 
, ae 130 00 
1x4 125.00 
Reards and Shiplap and 
2” (Dry) 


No. 
No. 
No. 


No. 1 Dimension 
12’ 14’ 
88.00 88.00 
88.00 88.00 
88.00 88.00 
88.00 88.00 88.00 
88.00 88.00 88.00 


No. 2 Dimension 
2x 4 73.00 73.00 
2x 6 74.00 75.00 
2x 8 76.00 76.00 
2x16 74.00 76.00 
2x12 74.00 74.00 





ENGELMANN SPRUCE 


Reoards and Shiplap (dry) 


1x6 1x8 1x10 1x12 


No. 2&Btr. 100.00 105.00 103.00 105.00 
No. 3&Btr. 69.00 71.00 70.00 71.00 


No. 1 Dimension (air dried) 
14’ 16’ 18’ 
76.00 


No. 2 Dimension 


2x 4 70.00 
2x 6 5 70.50 
2x 8 : 69.50 
2x10 72.5 72.50 
2x12 5 69.50 


Mills are now grading boards 
and 3 common. Mills do not grade out 
No. 3 dimension as in fir. 
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; NOW! THE First PRACTICAL 
L WORKSHOP 


ize 
r tools 


runs 


v< 





, and 3° 4 


nds 
Less Mote : 


Sensational idea opens new markets, promotes 
new customers, assures greater sales and profits! 


Here is the most important power tool development in 20 years! A new, low cost 
workshop idea that offers dealers a greater sales potential than any other. Think 
of it, 5 full size power tools including an 8” Tilting Arbor Saw, 41” Jointer, 15” 
Jig Saw, 14” Drill Press and an 8” lathe for only $239.95! The secret of this 
revolutionary workshop is Duro’'s exclusive motorizing principle — the patented 
“quick change” motor mounting device which permits | motor to operate the entire 
shop (including optional units) with a motor changeover that takes seconds! 


x 27” 


Your sales advantages are many; Customers can buy the entire shop or any single 
unit or combination of units; each tool is an independent unit that operates at correct, 
safe heights, without interference from other tools and without sacrificing speed and 
efficiency. Tools remain pre-set for immediate operation. There's no need for re- 


peated adjustments, changing guides, cumbersome tool positioning, knocking down 
and setting up. 


You'll do your customers a favor when you handle this fast selling, profit producing 
line of DURO MASTER power cools. Backed by an extensive advertising and pub- 
licity campaign, millions will be reached with the exciting story of this remarkable 
) workshop. Be prepared now, to take advantage of the 

demand for DURO MASTER. 


WRITE FOR 16 PAGE CATALOGGiving full details, specifications 
and prices on this complete DURO MASTER WORKSHOP of 5 basic 
units and 5 optional tools.,it will pay you to investigate! Learn the 
full story of the remarkable ‘quick change 
clusive operating features and the new 
idea. Write today now 


DURO METAL PRODUCTS CO. 2679 NW. KILDARE AVENUE + CHICAGO 39, ILL, 


motor mount, the ex 


budget” plan purchasing 
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ll! @e 


cond motor 
ngeover 


EASY TO DISPLAY... 
EASY TO SELL 


ON UNIQUE 
“UNIT AT A TIME” PLAN 


If you lack showroom space you can display the 
saw/jointer combination, Shows the quick change’ 
motorizing principle and is a perfect ‘starter’ unit 
to offer at only $105.70! A sale that always pro 
duces repeat business for the other units in the 
Duro Master line. Or, you can start your customer 
with a drill press, sander, jig saw, band saw or 
any other unit. Each can be operated from one 


motor with the “quick change’ mount 
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DURO METAL PRODLCTS CO. 
2679 WN. Kildare Avenue, Chicago 39, Ill. 


Gentlemen; Please rush me your FREE 16 page book 
let on the new DURO MASTER WORKSHOP 


Nome 


Address 


| City and State 


eee 
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QUALITY 
gu & J 


UNIFORMITY 


Orders placed with TW&J for lumber 
and lumber products are handled with 
care and strict adherence to grade. 


® Prompt Delivery on 


Sugar and Ponderosa Pine 
Shop and Selects 


\ Ponderosa Pine Boards 


Douglas and White Fir 
Shop and Selects 


Douglas and White Fir 
Dimension and Boards 


Redwood 


\ Ponderosa Pine and Fir 
Mouldings 


Pine Sash and Pane! Doors 


TWENTY MILLS TO SERVE YOU 


Tarver. Wearster & Jounson. Ine. 


| Montgomery Street Gali) P.O. Box 1731 
Ce. laliaek me 1) ae ") STOCKTON, CALIF 
fel@rvre iis! 2060 Teletype SF 531 2 “ HOweard 4-836! Teletype SK 


(To obtain more data on advertised products see page 82) 


HOLT HARDWOOD CO. 


Manufacturers of 


MAPLE e BIRCH e BEECH e OAK 
STRIP e@ BLOCK 
and 
HERRINGBONE 
FLOORING 


Hardwood Flooring Mill-Drilled For Nailing 
— A New Service 


- 
GRADED SAWDUST 
2 
High Grade Northern Hardwoods 
+ 
Custom Kiln Drying 
° 


Members: M.F. M.A. N.H.L A. N.H. 8H. M.A. 


OCONTO, WISCONSIN 























ANACONDA 
COPPER 


MINING COMPANY 


Lumber Department 


BONNER 
MONTANA 
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Sell 


DONLEY VENTILATORS / 
for GREATER PROFITS / 


Triangular ven- 
tilaters for a 
variety of roof 
pitches. Larger 
capacity tweo- 
piece design 
available. 


YSAHOIH 


D E N Ss E R Builders and architects every- 


| T \ ee where specify Donley metal 
. louver ventilators. These units 


G R oO W uy ~ = . have achieved national recog 


: f-cir Ui 
nition for their high quality te + las 
and sturdy construction. When inches of free 
air passage, ex- 
cluding screen 
effect. 


Because it grows slowly in rocky soil, at alti- you sell Donley ventilators, 


tudes above 2,000 ft., Willamette HI-HEMLOCK you can be sure of customer 


satisfaction and repeat orders. 
has greater density, closer grain, and uniform The complete line will answer 


texture. every builder's need. 


Donley ventilators are made 
This more even balance between spring-wood 
of heavy gauge steel or alu 
minum, all electrically welded 


less subject to stresses during the seasoning for strength and durability 


and summer-wood means that HI-HEMLOCK is 


wees 2 with insect screening fastened 
process. Another reason why it pays to call us 
to inside face. Steel units have 
baked-on paint finish. All Quarter - circle 
for use in pairs 
have definite and fixed free with 112-square 


air opening. a of free 


on that next lumber order. 


. 


The Donley line includes sizes 
Producers of plywood, end- and types to meet any venti- 
lating need . . . to suit any ar 


large timbers and more than 500 chitectural style. In addition 


matched flooring and siding, 


other lumber items. Mixed cars to the types shown, hip 
roof ventilators, brick vents 

Q specialty. 

and foundation ventilators are 

available. 


For fast sales .. . greater 
profits . . . stock the Donley 
line of metal building products 


%, & mm 
e eB Ri, Write today for the new 
Vo By 24-page illustrated cat- 
~4 ~ 4 alog describing the com- Rectangular 
> A 


. plete line of Donley type available 


Producers of HI-HEMLOCK “ig, y 
FIR and CEDAR 4 
HI-HEMLOCK. registered 4 4 
U.S. Patent Office ¢ 
Member West Coast Lumbermen's Association 


WILLAMETTE NATIONAL LUMBER CO. 
PLANTS AT CORVALLIS AND FOSTER, OREGON 


WILLAMETTE VALLEY LUMBER CO. 1981-DB 
PLANT AT DALLAS, OREGON 


metal building products in ten sizes, 








THE DONLEY BROTHERS COMPANY 


13928 Miles Avenue, Cleveland 2, Ohio 
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od 000) tO Be od hd GO 
when you sell... 


@From coast to coast the story's the same. Dealers 
who concentrate on Cupples Aluminum Win- 
dows report higher profits than ever before on 
window sales. And there are mighty good rea- 
sons why. 


Cupples Aluminum Windows meet the high 
standards of a company that for more than 100 
years has been serving home makers. They are 


everything you and your customers want in 
aluminum windows .. . superior in design, in 


strength, in weather-tightness, in ease of opera- 
tion, in construction, in freedom from mainte- 
nance. No finer residential windows are manu- 
factured, yet Cupples Windows are economically 


priced, That makes them easier to sell. 


Furthermore, Cupples Aluminum Windows can 


be installed quickly and easily, require no ex- 








pensive call-backs. And you have little money 
tied up in stock because you can depend on im- 
mediate shipment direct from our modern plant. 
You can always draw from our full line of double 
hung and picture windows (57 standard sizes) 
and our increasingly popular sliding units (38 
standard sizes). 


Whether or not you now sell aluminum windows, 
it will pay you to investigate the many advan- 
tages of a Cupples dealership. We will assist you 
in every way possible to make the connection a 


rewarding one for you. 


Write us today. Make us prove with facts and 
figures that Cupples Aluminum Windows are 
best for you because they will boost your sales 
and profits to new highs. 





























—=—=- 
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2653 South Hanley Road 
St. Louis 17, Mo. 
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Tag * PRODUCTS 


Plastic Cutting Tool 

The new portable, electric plas- 
tic cutting tool called the Tile- 
Slitter works like a circular table 
saw but weighs only 12'% pounds 
and is self-contained in its own 18- 
gauge steel tool box. It will do all 
the work of the guillotine cutter. 
The Tile-Slitter is 18” long, 814” 
wide and 31%” deep with a carry- 
ing handle and does not require a 
separate case. Steelgrip Plastics, 
Dept. AL, 336 N, Central Ave., Chi- 
cago 44, Ill. 


For more data circle No, 1 om coupon, p. 82 


Duraflex Threshold 


The Duraflex threshold is a com- 
bination of durable aluminum and 
flexible vinyl plastic which is said 
to give protection from the ele- 
ments. This threshold is easy to 
install and easy to maintain. In- 
dividually boxed with screws and 
direction sheet. Shipped 12 boxes 
to a carton. Duraflex Co., Dept. 
AL, 4100 N.W. 28th St., Miami, 
Fla. 


For more data circle No. 2 on coupon, p. 82 


New Adhesive Film 


Bond Adhesives Co. announces 
Tweezle adhesive film. It is an un- 
supported film .006” thick with a 
formula based on Pliobond Adhe- 
sive, a product of the Goodyear 
Tire & Rubber Co. It features no 
excess or spill over to mar the fin- 
ished object. The film may be 
wetted with a solvent, which ren- 
ders the surface very tacky and 
when parts are joined, adhesion is 
immediate. It is thermoplastic and 
will adhere with heat and pres- 
sure. Bond Adhesives Co., Dept. 
AL, 537 Johnsen Ave., Brooklyn 
37, N. Y. 


For more data ‘circle No. 3 on coupon, p. 82 
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Wood Boring Bits 

A new set of wood boring bits 
under the trade name of Time 
Saver, Jr. for use with 1,” electric 
drills or drill press is announced 
by Davrus Corp. The sets consist 
of eight sizes of boring bits from 
9/16” to 1” for drilling wood, plas- 
tic and composition material. Made 
of hard tempered blue spring steel, 
bits stay sharp longer and drill 
clean straight holes. Davrus Corp., 
Dept. AL, Joliet, Il. 


For more data circle No, 4 on coupon, p. 82 


Door Chime Models 


A new K-25 Hacienda two-door 
chime in hammered brass as well 
as copper has a picture of a sailing 
vessel on its face and square 
chime tubes. The other newly de- 
signed chime is the K-35 door 
chime and clock. Now, in addition 
to white and chrome, the product 
can also be obtained in brass and 
ivory. Nutone, Inc., Dept. AL, 
Madison & Red Bank Roads, Cin- 
cinnati 27, Ohio. 


For more data circle No. 5 on coupon, p. 82 


Two-Compartment Sink 


A new 2-compartment cast iron 
sink designed for instzllations re- 
quiring a narrow front-to-back 
dimension, measures 32”x20”. The 
new sink is provided with a four- 
hole drilling to include spray hose 
fitting and is sold less fittings. It 
is available in arctic white, jon- 
quil yellow, mist gray, azure blue, 
desert tan and verdant green. Uni- 
versal-Rundle Corp., Dept. AL, 
New Castle, Penna. 


For more data circle No. 6 on coupon, p. 82 


Flexible Plastic Pipe 


The production of a new poly- 
ethylene-base flexible plastic pipe 
designed to eliminate the deterio- 
rating effect of sunlight has been 
announced by Munray Products, 
Inc. Flexible, lightweight Munray 
pipe is said to be produced from 
pure virgin materials and contains 
no anti-oxidants or pigments that 
would tend to make it toxic. New 
Munray pipe can be used to convey 
potable liquids, slurries, chemi- 
cals, etc., and is also suitable for 
use as electrical conduit, especial- 
ly where it is exposed to sunlight. 
Munray Products, Inc., Dept. AL, 
12400 Crossburn Ave., Cleveland 
11, Ohio. 


For more data circle No, 7 on coupon, p. 82 


New Sink-Lok Features 


The B & T Metals Co. announces 
a new type of corner clip that an- 
chors its Sink-Lok Frame firmly to 
any flat-rim sink or lavatory before 
the bowl is set into the cabinet top. 
The bowl and frame can then be 
placed in the sink-well cut-out as a 
unit and the frame itself supports 
the bowl right from the start. B & 
T Metals Co., Dept. AL, Columbus 
16, Ohio. 


For more data circle No. 8 on coupon, p, 82 


New Slider Window 


Semi-pneumatice Koroseal 
weather stripping in side jambs is 
one of the features of the new Per- 
Fit Slider Window. Sash side rails 
have two point contact with the re- 
silient semi-pneumatic weather 
strips. Per-Fit Products Corp., 
Dept. AL, 1200 E. 52nd St., Indian- 
apolis 5, Ind. 

For more data circle No, 9 on coupon, p. 82 


(continued on next page) 
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BUILT-IN 


RADIOS 
| 


++ Only 3%” Deep! 


Fits in standard 4° partition 
Excellent tone and selectivity 
Installed as easily as ony electric outlet 
For kitchen, bath, bedroom, etc 
Colored plastic panels 
Approved by Underwriters 
Retails for $43.50 less ponels 
GIF vay, 
<, Write today for 
ry) specifications and jobber 


* 'L prices 
"21 sage 


FLUSH = yf ALL 


RADIO COMPANY 


1012 AL! Cleveland St., Clearwater, Fila. 





( Here's the one that \ 


WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 


will KOT SHRINK SELLS BETTER because 








STICKS AND STAYS pUfy 
' 
_—_—, 


it WORKS BETTER. 


Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What's more, 
Jurham’s Rock- 
Hard Water Putty 
gives you by far the 
st profit-margin on 
any product of this 
nature, Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly, Many patching materials may shrink 
fall out or chip off. Durham’s Rock-Hard 
Water Putty doce not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. * Packed twelve 1-lb. cans or six 
4-1b, cans to case. Keep some of each on dis- 
lay. Available in 25, 50, 100-lb. oo 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


(To obtain more data on advertised products see page 82) 
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Redwood Garage Doors 


California redwood garage doors 
are now available. The Winfield 
Redwood Door is said to operate 
smoothly in the severest climates. 
The patterned grain and deep, rich 
color of Redwood beautifies the 
garage, enhances the appearance. 
Winfield Door Corp., Dept. AL, 
11-15 Broadway, Long Island City, 
_ i # 
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Strand Garage Pian 


The Strand Garage Plan of the 
Month for October, which is a 
two-car garage with a hip roof, 
complements the low line of ranch 
homes. A flower box with window 
shutters and the cupola add to the 
attractive appearance. The double- 
overhead door, with no obstructing 
center post, makes it easy to drive 
in and out of the garage, and per- 
mits use of one side for storage if 
desired. There is space in the 
22’x22’ plan for a work bench at 
the rear. Strand Garage Door Div. 
of Detroit Steel Products Co., 
Dept. AL, 3103 Griffin St., Detroit 
11, Mich. 
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Folding Door 


Accordofold has a vinyl plastic 
cover and specially designed hard- 
ware to aid in its use as a folding 
door or room divider. Accordofold 
folds to 16% of its expanded width 
in a 4” stack that fits flush with 
the wall. Four-inch battens enclosed 
in dividual pockets run the full 
height. Accordofold Div., American 
Bamboo Corp., Dept. AL, 171-06 
Jamaica Ave., Jamaica 32, N. Y. 
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Electric Scythe 

An electric scythe with a seven- 
inch hardened-steel, rotating blade 
makes 15,000 cuts per minute. The 
Model 134 grass trimmer features 
a jam-proof clutch which permits 
the motor to keep running if the 
blade is accidentally stalled. All 
aluminum construction reduces 
total weight to 4% pounds. Porter- 
Cable Machine Co., Dept. AL, 42 
Exchange St., Syracuse 8, N. Y. 
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Window Grille 


An aluminum window grille 
fashioned in a pattern of oak 
leaves and acorns screens the ex- 
terior of air conditioning units 
jutting from windows. The grille, 
which has a white enamel finish, 
is adjustable to fit all types and 
sizes of windows. Tennessee Fab- 
ricating Co., Dept. AL, 1490 
Grimes St., Memphis 6, Tenn. 


For more data circle No. 14 on coupen, p. 82 


Bathroom Accessories 


A new line of bathroom acces- 
sories, that are chromium plated 
on solid brass, is called the Aristo- 
crome 400. The face plates for each 
piece are large, round and simply 
designed. Hall-Mack Co., Dept. AL, 
13880 W. Washington Blvd., Los 
Angeles 7, Calif. 


For more data circle No. 15 on coupon, p. 82 
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Galvanized Refuse Containers 

The Streak-O-Strength line of 
refuse containers has a Lok-Tite 
bayonet type cover which turns to 
lock and turns to open. Streak-O- 
Strength cans are available in 16, 
20, 24 and 32 gallons in both hot- 
dipped and long life sheet steel 
galvanized. Nesco, Dept. AL, 250 
N. 12th St., Milwaukee 1, Wis. 
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WHAT'S YOUR ANSWER? 


“Thank vou Mr. Dealer!” 

Here is what is behind this phrase 
of appreciation always spoken by 
American Lumberman correspondents 
when they complete an interview with 
a dealer: 

1. The dealer unselfishly has made 
available his experience-gained knowl- 
edge to his brothers-in-trade all over 
the nation. 2. The dealer knows that 
in so doing, he, in a sense, is paying a 
debt to other dealers who have given 
him the benefit of their knowledge in 
the pages of trade journals. 3. The 
dealer has helped the manufacturer by 
providing ideas which the manufac- 
turer may use to improve his products, 
their use or his sales procedure. 4. The 
dealer has added laurels to his prestige 
on a national level by attracting the 
favorable attention of fellow dealers, 
wholesalers and manufacturers. 5. 
Most important, the dealer’s coopera- 
tion has made the trade journal an 
even more authoritative clearing house 
for information which is vitally val- 
uable to the industry that gives us all 
our livelihood. 

For these reasons, again the Editors 
of the American Lumberman want to 
say, “Thank you Mr. Dealer!” 

1. A two-page advertisement for 
Kimsul Insulation by the Kim- 
berly-Clark Corp. promotes what 
major market? 

2. According to the Report from 
Washington, what population fac- 
tor will affect lumber dealers in 
the decades ahead? 

3. What firm offers you “Qual- 
itized Englemann Spruce’? 

4. What encourages one-stop 
shopping at the Hanna Lumber 
Co.? 

5. Who advertises “Decor-matic 
Colors” in paint? 

6. How many customers visit the 
tool rental department of the 
Downsview Lumber & Supply Co. 
each month? 

7. What firm advertises built-in 
radios only 37%” deep? 

8. How many FHA Title I jobs 
does a cowboy disk jockey help sell 
per month for the North Park Lum- 
ber Co.? 

9. “First all the way in LPG 
power” is the headline of what 
manufacturer’s ad on trucks? 

10. What pricing method is used 
in the Villaume Box & Lumber 
Company’s bargain barn to help 
increase sales? 


Answers on page 75 
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Ventilating Skylight 

A ventilating skylight, Venta- 
light, is said to be leakproof and 
guaranteed. Ventalight is designed 
mainly for expansion attic type 
houses, installed at eye-level in the 
angle wall of the room. Screening 
is included and units are delivered 
complete and assembled. Plycraft 
Products, Dept. AL, 174 Main St., 
Port Washington, Long Island, 
N. Y 
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New Glass Blocks 


A new series of glass blocks 
known as Suntrol contain a pale 
green fibrous’ glass’. diffusing 
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right for your 


i] FENCE 


customers’ every need 


You'll increase your sales of fence 
when you impress upon your cus- 
tomers that CF&I Fence is right for 
their every need. Sell the features 
which assure the permanence, ease 
of erection and good looks of CF&l 
Fence. Stock the kinds of fences that 
exactly suit your customers’ needs 
... you'll find them among the nearly 
150 different types, heights and 
weights of fence made by CF&I. 


Full details about these and many 
other selling features of CF&l 
products are included in the new 
CF&I Wire Products Catalog . . . the 
complete story on a wide variety of 
steel products known throughout the 
West for their quality and depend- 


And remember—tvery fence customer 
is also a prospect for these allied CF&I 
Products. 

CF&i BARBED WIRE 

CF&i BARBLESS WIRE 

CF&i FENCE STAYS 

CF&I FENCE POSTS 

CF&I MAILS AND STAPLES 


ability for over half a century. Con- 
tact your CF&! representative today 
for your copy of this completely new, 
informative CF&l Wire Products 
Catalog. 


( 
TLL 
is 7) 
¥ 
Tp Ly } 
PROTECTION 


| THE COLORADO FUEL AND IRON CORPORATION 
) (Fi 


Abilene + Albuquerque » Amarillo + Atlonto + Billings + Boise + Boston + Buffalo + Butte + Casper + Chicago + Denver 
Detroit « El Paso + Ft. Worth + Houston + Lincoln (Web.) + Los Angeles + New Orleans + New York + Oakland 
Okiahome City + Philadelphia » Phoenix + Portiond » Pueblo + Salt Lake City » San Francisco + Seattle + Spokane + Wichita 


(To obtain more data on advertised products see page 82) 71 








NEW PRODUCTS 


(begins on page 69) 





screen that reduces surface bright- 
ness or glare by 35% and instan- 
taneous heat gain by 25%. Suntrol 
blocks are available in three dif- 
ferent 12-inch functional patterns 
including a _ special toplighting 
block for use in skylights. Pitts- 
burgh Corning Corp., Dept. AL, 

2 Duquesne Way, Pittsburgh 22, 
Penna. 
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Storm Combination Window 

A new, all-aluminum storm com- 
bination window incorporates de- 
sign features which help promote 
ease of handling, longer service 
life and trouble-free operation. 


Principal of these is a new window 
panel retaining clip. The retaining 
clip provides continuous dry lubri- 
cation to the window panels by 
means of a tenite guide. Security 
Sash and Screen Co., Dept. AL, 
387 Midland Ave., Detroit 3, Mich. 
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Splen-Door Folding Doors 

Splen-Doors are solid (metal or 
wooden) panel, accordian type, fold- 
ing doors. All full-panels and lead- 
posts are supported by individual 
nylon roller assemblies. Splen-Door 
finish on steel or aluminum doors is 
baked enamel in a range of colors. 
Aluminum doors may be anodized. 
Wooden doors are finished to con- 
tract specifications. Splendor, Inc., 
Dept. AL, 1313 W. 29th St., Indian- 
apolis, Ind. 
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Rubber Roller Catch 


Rubber Roller Catch No. 38K is 
made of steel, zinc plated and is 
furnished with two strikes for 
mounting either under the shelf or 
on the frame. Catch may be ap- 
plied to either lipped or flush 
doors. One catch with two strikes 
is packed in envelope complete 
with screws and installation de- 
tails. Cabinet Hardware Div., Stan- 
ley Works, Dept. AL, New Britain, 
Conn. 
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Acrylic Primer 

Pronto Acrylic Primer dries to a 
tough, impervious coat and both 
primer and finish coats can be ap- 
plied on the same day, according 
to the manufacturer. Pronto needs 
no thinning. One gallon will cover 
300 to 400 square feet. 20th Cen- 
tury Paint & Varnish Corp., Dept. 
AL, 456 Driggs Ave., Brooklyn 11, 
N. Y. 
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NN: 


HEAVY forged BRASS 
CHAIN DOOR FASTENERS 


Husky '/p" steel link chain 'ndividually packaged — six to a box, with matching 
rews. 12 dozen to a shipping carton 





SAFETY + SECURITY - 











SIZE — Inches CHAIN — Steel Approx. 


FINISH Weight Per 
Trim Plate Length Type Dozen 
1Yox3Yo 1x12 Pol. Brass 7” Welded Link 


Id 2% lbs. ‘7.20 
1Yox3Y2 1Yexl, Pol.Chrome 7” Welded Link 2\%4 lbs © * we 


SEWARD HARDWARE & METALS CO. 


Phone: CAnal 6-9724 Knickerbocker Sta., Box 103 


NET PRICE 
PER DOZEN 


Door Plate 





New York , N.Y 


= “oo || PLYWOOD .. HARDBOARD 


TO URBAN HOMES... 
Standard and Door Sizes 











Screens against unsightly views. 
Around play areas, swimming pools, 
etc. Contains small animals. Attrac- 
tive beckground for plantings. 


Cut to Size 


POPLAR ¢ MAHOGANY ¢ BEECH 











HOENIG PLYWOOD CORP. 


280 Madison Avenue 


My or im 8 ft. assembled Tel. MUrray Hill 5-2280 
panels. ‘Write for catalog giv- + 


ing heights, etc. 


New York 16, N. Y. 
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BARN POLES 


FOR ENDURING 

FARM CONSTRUCTION 
@ Quality Lodgepole Pine poles Band Sawn 
from our own timberlands are @ NORTH CAROLINA PINE 
straight, strong, uniformly ta- © SOUTHERN HARDWOODS flooring with ex- 
pered. Treated poles (penta or © CYPRESS cotton mening. fo- 
creosote) can be included with cilities and modern 
mixed cars of treated or un- End-Matched Moore kilns. Inquire 


! 
treated lumber. hb Ame hy a es 








Better lumber and 


Write for information. 


J.NEILS pGHTSEY. 


LUMBER COMPANY J i ROTHERS 
MILL AND TREATING PLANT Bef 
“ it FY. SOUTH CAROLINA 


LIBBY, MONTANA 








TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 
| 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 




















PONDEROSA PINE 


WHITE FIR INCENSE CEDAR 
High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service. With many long-established mill con- 
tacts, knowledge of mill's specialties, re- 
sources, manufacturing and shipping facilities 
and « thorough understanding of buyer's re- 
quirements, the leading Western Whole- 
salers below can help you take the worry out 
of your lumber buying. Tell them your needs. 


Let them supply yeur complete requirements. 





Carl E. Soderberg Lbr. Co., Inc. 
1120 Old Net’! Bk. Bidg., Spokane 8, Wash. 
PINE SPECIALISTS 


TEmple 1448 Teletype SP-175 





NEW PRODUCTS 
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New Institutional Door 


A new type institutional door 
which combines the economy and 
lightness of the hollow core door 
with the heavy blocking necessary 
to accommodate institutional hard- 
ware, has been introduced by Gen- 
eral Plywood Corp. The top and 
bottom rails are ten inches wide— 
ample width for mounting hard- 
ware. An extra center cross rail 
and two forty-inch lock blocks fur- 
nish space for panic bars, large 
locksets and heavy door pulls. The 
doors are reversible top to bottom 
and left to right, eliminating hang- 
ing errors. General Plywood Corp., 
Dept. AL, 334 E. Broadway, Louis- 
ville, Ky. 
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CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PDS72 





Duncan Lumber Co., Inc. 


818 Securities Bidg., Seattle 1, Wash. 
Specializing in Fir Gutter, all sizes and patterns 





WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 





t 4 a 
ed ye ke Pe ee 


564 Niarket $t., San ncisco 4, Calif. 





VAN VALER LUMBER COMPANY 
Radic Central Bidg., Spokane 4, Wash. 
Phone: TEmple 2743 


TWX SP 19. 





WESTERN WOODS, INC. 


715 Spekene & Eastern Bidg., Spekane, Wash. 
WHOLESALERS — ALL W.P.A. SPECIES 
Riverside 7149 TWX: SP-104 
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Do-It-Yourself Windows 


An all-aluminum three-way com- 
bination window has just been in- 
troduced by the R. D. Werner Co. 
Werner window features full 
weather stripping, recessed frame, 
friction catches and roller slides. 
Precision pre-cut, and partial as- 
sembly of this window at the Wer- 
ner plant makes it easy for an un- 
skilled consumer to assemble and 
install his own windows. The only 
tool required is a screw driver. 
R. D. Werner Co., Inc., Dept. AL, 
295 5th Ave., New York 16, N. Y. 
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Sliding Glass Doors 


Ador has now in production a 
new model. Among the door’s new 
features: new engineered alumi- 
num extrusions; all new, four-way 
weathersealing and new stainless 
steel roller bearings for easy, glid- 
ing action. It is constructed of 
four-sided, sealed box-type alumi- 
num extrusions. It is weather 
sealed four ways—mohair strip- 
ping at the top; the interlocker; 
the jamb and the threshold. Ador 
Sales, Inc., Dept. AL, 1631 Beverly 
Blvd., Los Angeles 26, Calif. 
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Translucent Fiberglass Material 


A new translucent fiberglass 
building panel is being made in 
both corrugated and flat sheets. In 
producing the material, a fiber- 
glass mat is bonded in a polyester 
resin. Daycor can be sawed, nailed, 
screwed or drilled just like wood 
and is currently being produced in 
ten colors as well as black. Plas- 
tics Div., Strick Co., Dept. AL, 
Whitaker & Godfrey Ave., Phila- 
delphia, Penna. 
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Automatic Feed Duplicopy 


The new-improved A-44 automa- 
tic feed All-Star features an easy 
turn handle operation which elim- 
inates the possibility of tension and 
whip. Feed mechanism is new and 
positive and insures wrinkle-free 


copies. Duplicopy Co., Dept. AL, 
224 W. Illinois St., Chicago 10, Ill. 


For more data circle No. 28 on coupon, p. 82 
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New Jalousie Door 


Highlighting the line of Eagle- 
Picher and Orange Aluminum 
storm enclosures is this new jalou- 


sie door. This new door is a full 

inch in thickness. The frame is THOMASON! 
made from one-inch — ex- : 
truded aluminum sections for add- 

ed strength. The four-inch louvers Give Your Customers 
of the door are designed to provide 
weatherproof overlapping. Stain- 
less steel weatherstripping along 
the vertical edges of the louvers 
gives an added measure of protec- 
tion against the outside elements. 
Eagle-Picher Co., Dept. AL, 900 
American Bldg., Cincinnati 1, Ohio. 
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(or more) 


wuats Your answan? Beautiful Face Veneers 


Solution to the 
questions on 71 





from which to choose 


But only ONE high-quality. That’s 

1. Do-it-yourself. Kimberly- right the dealer who sefls 
Clark’s ad is on pages 30-31. riety 

2. Dispersion. This summary of THOMASON Flush Doors (hollow 


possible future developments is or solid core) is able to meet the 
on page 13. 


requirements of more and better 

8. Pack River Sales Co., whose q 
ad is on page 44. customers. 

4. A king-size inventory. The im- 
portance of inventory is featured 
in this timely article on page 20. 

5. Devoe & Raynolds Co., Ine., 
whose ad is on page 51. 

6. 100. The article on how this 
dealer profits with a tool rental de- 
partment starts on page 38. Remember: “she 

7. Flush Wall Radio Co. Ad is THOMASON line 
on page 70. oe eee 

Y eps design in 
8. 30. Don’t miss this story on Ms nd 


how a radio personality sells for 3 mind”... and you'll 


a Texas dealer. The story is on Beak, sell more Flush Doors, 
page 40. 3 a : 


9. International Trucks by Inter- 
national Harvester Co. Ad’s on 
page 84. , 


10. Each i lists both original 
price and bargain price to leave no WRITE, WIRE OR PHONE 
rs) s s’ i 
ps ra hel ar one Dalia tor FOR COMPLETE DETAILS 
their money. The bargain-barn 


story is on page 46. 


What's YOUR Score? THOMASON FLUSH DOORS 


9 to 10 correct: Excellent! THOMASON PLYWOOD CORPORATION 
7 or 8: Good. 5 or 6: Fair. Fayetteville * North Caroline 
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Pricing Calculator 
As a convenience to dealers, a 
handy calculator has been perfected 


House Numbers Display Carton 
The new counter display assort- 
ment of both Colonial and Roman 
house numbers measures only 18” 
x 12” and contain 12 dozen assorted 
numbers from 1 to 0 including two 


New Seal-All Package 


Seal-All, all-purpose leak sealer 
and bonding agent produced by the 
Allen Products Corp., is now avail- 
able in a new %4-ounce package. 
Used as a sealing agent, it will 
stop leaks in household plumbing, 
fuel oil lines, metal and plastic 
containers, hoses, and many other 
articles. It bonds such materials 
as rubber, fabric, wood, metal and 
glass. Allen Products Corp., Dept. 
AL, 20450 Sherwood Ave., Detroit 
34, Mich. 


which will enable them to convert 
Northern Hardwood Flooring prices 
per M board feet into either a 
square-yard or square-foot figure. 
The calculators can be purchased 
for 20¢ each (exact cost plus mail- 
ing expense) from the Maple Floor- 
ing Manufacturers Association, fect. 
Dept. AL, 35 East Wacker Drive, 
Chicago 1, Ill. 
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22, Penna. 


“WEDGE-RITE” 
OVERHEAD °"4" SETS 


WAYS 


\ Offset Track 
Graduated Hinges 
:: Fane enventaed 


BETTER! 


4. All Standard 
& 2-Car 


5. Amazing Low Prices 


=> 0 


There’s a “WEDGE-RITE” overhead garage door set for 
every need! Single car sizes are available from 8’x6'6" to 
9'x7", two-car sizes from 14’x7’ to 16’x7’ and commercial 


sizes range from 9’x9 to 20’x12’. . . for all doors 1%” 
or 1%" thick, 





Superior “WEDGE-RITE” door sets have all premium fea- 
tures yet are competitively low priced! 


DOOR SECTIONS! Truck load or carload lots 
in stock sizes. Kiln dried, Douglas Fir, dowel 
construction. Lowest prices! 


WRITE FOR FULL INFORMATION 
AND PRICES! 





tut DOR-SET 


CORPORATION 
1641 N. OLDEN AVE. EXT., TRENTON 8, NEW JERSEY 
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dozen each of #1 and #2. The 
numbers are available in choice of 
brass and chromium finish in the 
Roman style. Colonial assortments 
can be had in either brass, ebony 
and half polished iron finish with 
authentic hammered 
Hall-Wessel 
1719 N. Second St., 
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Panel Wall Display 


Twelve specialty ply woods are 
exhibited in panels 14%” by 22%” 
in a new Malarkey whirl-away wall 
display. Panels are large enough 
so that shoppers can see how the 
wood will look on walls or cabinets. 
Malarkey knotty pine, Philippine 


surface ef- 
Co., Dept. AL, 
Philadelphia 





Paint Profits for 
Building Material Merchants! 


Bruning Brothers, Inc. has on its staff men of consider- 
able experience in building profitable paint sales traffic for 
the building material merchant. BRUNING prices permit 
independent merchants to meet direct paint factory compe- 
tition. We have no company owned or sponsored stores. 


For information, write: 


BRUNING BROTHERS, INC. 


4209 E. Chase Street, Baltimore 5, Maryland 














in the service of 


LUMBERMEN 


jon 
° Specie wm va bet mast 
i 


@ professional safety engineers. 


© more than 90 bran 
Coast to coast and cain offices 


ub tial diwid. 





ds have been returned to 
policyholders since organization in 1912. 


Lumbermens “4 GUL) (Hw 


Operating in New York state as 
(American) Lumbermens Mutual Casualty Company of Illinois 
James $. Kemper, chairman H. G. Kemper, president 
Chicago 40 


© 
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mahogany, birch, Fir Shadowood, 
Redwood Shadowood, Fir Plyweave, 
Redwood Plyweave, Rift Grain Fir, 
Rift Grain Redwood (planked), Rift 
Grain Redwood (natural), Rustic- 
wood and figured grain redwood are 
featured. M and M Wood Working 
Co., Dept. AL, 2310 N. Columbia 
Blvd., Portland, Ore. 
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Flex-O-Unit Display Sections 


Display sections, called Flex-O- 
Units, make it possible to achieve 


Dm UNS Tu Min 


By gb 
bed 


variety in displaying merchandise. 
These units are available in a va- 
riety of sizes; the entire line in- 
cludes background panels, plat- 
forms, tables, legs, shelves and sign 
shapes. Flex-O-Units are sturdily 
framed in three inch kiln-dried pine 
and covered with perforated hard- 
board. Dell Displays, Inc., Dept. 
AL, 1017 W. Washington Blvd., Chi- 
cago, Ill. 
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Decorator Cornice Ad Mats 

A new K D decorator cornice with 
%” solid wood dustcap, %” clear 
white pine side returns double 
routed for curtain rods and clear 
%” AD grade fir ply face has re- 
cently been introduced. Nine sizes 
ranging from 36” to 144” are avail- 
able in 8”, 10” and 12” depths. Ad 
mats are available to promote vol- 
ume sales. Wood Art Products 


Corp., Dept. AL, 570 Richmond 
Terrace, S. I., New York, N. Y. 
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Masonry Drill Display 

A point-of-purchase display meas- 
ures 5% inches by 10 inches and 
stands 12 inches high. Display is 
made of masonite. Space is provided 
in over-hanging area for the show- 
ing of four actual Termite Rotary 
Masonry Drills—one each of %”, 
%", %” and %” diameters. Termite 
Drills, Inc., Dept. AL, P. O. Box 
546-E, Pasadena 8, Calif. 
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LUMBER C0.spectalize tn 


. 


uality Lumber from the finest mills 
gin Oregon, California and Washington. 


SUGAR PINE 


~ SUPERIOR LUMBER 
SALES COMPANY 
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NEW ‘it EQUIPMENT 


Vacuum Cleaner 


The new Clarke Model QD-5 vac- 
uum cleaner is only 22 inches in 
height and 14 inches in over-all 
width, but has a dry capacity of % 
bushel, wet capacity of 2% gallons. 
The heavy duty, rubber mounted 
5/8 hp motor delivers a minimum 
water lift of 67 inches. Clarke 
Sanding Machine Co., Dept. AL, 
80 E. Clay Ave., Muskegon, Mich. 
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Long-Bed Jointer 


A new long-bed 6-inch jointer 
offers several new features. A 
42'\%-inch bed that insures a true 


cut the entire length of a board, a 
fully adjustable outfeed table, uni- 
versal fence control, improved ta- 
ble elevating mechanism and a new 
safety-engineered guard. Delta 
Power Tool Div., Rockwell Mfg. 
Co., Dept. AL, 435 N. Lexington 
Ave., Pittsburgh 8, Penna. 
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New Transveyor Stacker Control 

New finger-span grouping of con- 
trols is featured on the Transveyor 
fork lift truck. A rotary handle con- 
trols both speed and direction and 
two push-buttons grouped within 
finger-span operate the lift mecha- 
nism and horn. Automatic Trans- 
portation Co., Dept. AL, 149 W. 
87th St., Chicago 20, Ill. 


For more data circle No. 39 on coupon, p. 82 


New Plaster Mixers 


Two new plaster and mortar 
mixers feature increased capacity. 
The No. 9, Master-Mixer (top 
view), takes a full two-bag batch. 
Power is furnished by either a 7 
hp gasoline engine or a 3 hp 
electric motor. The No. 4, Mix- 
Miser (bottom view), is a one bag 
machine available with either a 
34% hp gasoline engine or a 1 hp 
electric motor. Knickerbocker Co., 
—_ AL, 611 Liberty St., Jackson, 

ich. 


For more data circle No. 40 on coupon, p. 82 





NEW \.. LITERATURE 


IGAS Joint Sealer is the title of a 
new folder. The booklet discusses a 
non-meltable mastic material which 
can durably seal joints subject to se- 
vere movement and pressure, between 
a variety of rigid structural materials 
such as concrete to concrete, concrete 
to steel, even concrete to glass. Sika 
Chemical Corp., Dept. AL, Passaic, 
N. J. 


For more data circle No, 41 on coupon, p. 82 


A dock ramp, the model No. 4 M. F. 
hydraulic adjustable Adjust-A-Dock, 
is described in an information sheet. 
This model, which has a 20,000-pound 
capacity, provides a ramp to connect 

oading platform with the bed of a 
highway truck. Rowe Methods, Inc., 
Dept. AL, 2534 Detroit Ave., Cleve- 
land 13, Ohio. 


For more data circle No. 42 on coupon, p. 82 


A panel door selection sheet showing 
11 of the newest available panel en- 
trance door designs is available on re- 
quest. The sheet gives full informa- 
tion on dimensions and construction of 
Malarkey panel doors and shows possi- 
bilities for individual eneorating treat- 
ment as well. M M Wood Working 
Co., Dept. AL, 2310 N. Columbia Blvd., 
Portland, Ore. 


For more date circle No, 43 on coupen, p. 82 
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The new line of Rapidayton Super 
Champ (series A) jet pumps is de- 
signed for both shallow and deep wells. 
All pumps in the line are described in 
Catalog No. 452. A large cut-away 
illustration reveals the detailed con- 
struction of the pump. Dayton Pump 
& Mfg. Co., Dept, AL, 500 N. Webster 
St., Dayton I, Ohio. 


For more date circle No. 44 on coupon, p. 82 


A new Architect’s Sketch Book of 
Porcelain Enamel Wall Panel Systems 
has just been published. The bulletin 
describes three new types of insulated 
wall panels furnished in Porcelain 
Enamel, which are designed for the 
construction of panel walls, window 
walls or spandrel walls. Erie Enamel- 
ing Co., Dept. AL, 1200 W. 20th Sz., 
Erie, Penna. 


For more data circle No. 45 on coupon, p. 82 


The discovery of a completely water- 
proof glue which made possible the 
perfection of exterior type fir plywood 
is unfolded in the new booklet. The 
Inside Story of Exterior Fir Plywood, 
prepared by Douglas Fir Plywood As- 
sociation. In —.. the booklet is 
$2.50 per 100 from Douglas Fir Ply- 
wood Association, Dept. AL, Tacoma 
2, Wash. 


For more data circle No. 46 on coupon, p. 82 


Home Handbook is the title of an 
82-page booklet published by the 
Shedd-Brown Co. for dealer distribu- 
tion to do-it-yourself customers. The 
booklet includes tables and other in- 
formation on everything from lumber 
measurement to wood screws. Ruled 
pages are provided for customer 
sketches of their projects and the re- 
quired bills of materials. Prices begin 
at 25¢ each for 100 or less booklets 
with the dealer’s name imprinted on 
the front cover. Lower prices for 
quantity purchases. Shedd-Brown, 
Dept. AL., Minneapolis, Minn. 


For more data circle No. 47 on coupon, p. 82 


A Case of Protection is a new film 
which tells the complete production 
atory of Certain-teed asphalt roofing 
products. The story centers around a 
private investigator’s solution to a case 
involving protection for his own home. 

The film is available for showing to 
dealers through Certain-teed’s District 
Sales Offices. Runs 20 minutes, sound 
and color. Certain-teed Products Corp., 
Dept. AL, 120 E. Lancaster ave., Ard- 
more, Penna. 


For more data circle No. 48 on coupon, p. 82 


A tabulating card file that greatly 
increases the efficiency of machines 
and operators in all types of punched- 
card operations is described in a new 
illustrated folder just released by 
Remington Rand Ine. Descriptive 
folder LBV636 gives the story of Rem- 
ington Rand Aristocrat Tabulating 
Card File and Safe-File. Remington 
Rand Inc., Dept. AL, 315 Fourth Ave., 
New York 10, N. Y. 


For more data circle No. 49 on coupon, p. 82 
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Information Offered 
In Advertisements 


Do you wish detailed intormation on a specific 
product or service? Check through this easy-to- 
use index of literature and data offered in this 
issue's advertisements: 


CABINETS, kitchen: Literature; Repub 
lic Steel Kitchens. See adv’t p. 19 


CLOSET LINING, red cedar Folder, 
booklet: Geo. C Brown & Co. See 
adv’t p. 47 


CORD: Catalog: John H. Graham & Co 
Inc. See adv’t p. 2 


DOORS flush Literature Mohawk 
Flush Doors, Inc. See adv’t p. 54 


DOORS, flush Literature; Thomason 
Plywood Corp. See adv’t p. 75 


io 


DOORS, folding Literature; Closures, 
Ine. See adv’t p. 57 


FENCE, iron and wire: Catalog: Colo- 
rado Fuel & Iron Corp. See adv't p. 71 


FENCE, iron and wire: Catalog: Stew- 
art Iron Works Co. See adv’t p. 59 


FENCE, wood: Catalog; Wood Products 
Co, See adv’t p. 76 


GRILLES, aluminum door Catalog; 
Royal Factories. See adv't p. 60 


’ JT 
HARDWARE—hinges Literature; 4 
Ideal Brass Works. See 


adv’t p. 54 


HARDWARE—sliding door Informa 
tion; Western Products, Inc. See adv’t 


it a reflective: QUALITY 


Sample, book 

let Infra Insulation, Inc See adv't 

». 12 ' 

. Precise standards of manufacture guarantee the 
INSULATION; reflective: Merchandising uniform excellence of C. D. Johnson lumber... 

aids; Kimberly-Clark Corp. See adv't : : ta: 

pps. 30-31 years of experience insure perfection of condition 
ieaaieey aemeree temniains Spares and accuracy of tally. Our customers know that 

S sA TIO SOARD Merchandising P 

id: 0. & Gyeeum Bee say 6.4L every shipment of C. D. Johnson lumber will be 
s Sheemes ew exactly what they ordered because C. D. Johnson 
sUMBER, engelmann spruce tooklet ~h 

Pack River Sales Co. See adv't p. 45 traditionally does the job right. Your first order 
will convince you 
LUMBER, western white spruce: Book 


let: Alberta Forest Products Assn 
See adv't p. 33 





lar thread: Samples: John 
See adv’t p. 47 


PAINT: Information; Bruning Brothers 


Inc. See adv't p. 76 Manufacturer: WEST COAST LUMBER 
PAINT: Merchan@ising aids: Chi-Name Milis: TOLEDO, ORE. Shipments: RAIL AND WATER 
Paint & Varnish Co. See adv’t p. 11 : 
Sales Offices: AMERICAN BANK BUILDING 
PAINT ‘olor syste iformation: > | 
wea k Hasnctn Ge eo eke a PORTLAND 5, OREGON 


PAINT: Sample, color book: Patters« 
Sargent Co. See adv't p. 61 


nm 
RADIOS, flush wall: Literature; Flush 
Wall Radio Co. See adv't p. 70 


TILE BOARD Merchandising aids 
Celotex Corp. See adv't pps. 16-17 


TOOLS, dry wall Catalog: Goldblatt 
Tool Co. See adv’'t p. 50 


TOOLS, power: Literature: DeWalt, In 
See adv't pps. 42-43 


TOOLS power: Booklet Duro Meta 
Products Co. See adv't p. 65 


TRUCK BODIES, roll-off: Catalog; The 
R-B Co. See adv’t p. 54 
VENTILATORS: Catalog; Donley Bros y TRADEMARK OF QUALITY LUMBER 


Co. See adv't p. 67 


WINDOWS, aluminum: Literature; Cup 
ples Products Corp. See adv't p. 68 Diviston of 

WINDOW MATERIALS Literature; | 8 QD cronaia— Pacixre PIYWOOD COMPANY 
Sol-O-Lite Mfg. Co. See adv’t p. 63 


3UILDING PropucTs MERCHANDISER (To obtain more data on advertised products see page 82) 








Classified Advertising 


Terms — Cash With Order 
Minimum Charge §5.00 





Rates: 


1 Time —20c per word for each insertion. 
Minimum charge of $1.00 per line. 


3 Times — 15¢ per word for each consecutive 
insertion. Minimum charge of 75c 
per line. 

All ads for classified section t be in Pub- 

lisher's office 14 days preceding dete of publi- 

cation. Vv is are set in uniform 6 

int style. No cuts or special borders al- 
owed. 

Neo agency 

allowed. 


Add $1.50 for blind ads bea box number. 
Replies forwarded without additional charge. 
Count ~ 9 words to a 4+ when less are 
or used, ular charg: 
Wits onan Poe numbe 44 S 


for ads address them to: = ew 


commission or cash discount 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 





HELP WANTED 


SITUATIONS WANTED 





Wanted Assistant Superintendent for nt 
making s millwork and veneered rs. 
ox X-40, Ameri Lumb Inc. 








Wanted — Cost man to handle costs from cut- 
ting of shop lumber to finished product in 
geeks lwork ganizati in South 
isconsin. Please contact Rockwell Mig. Co., 
Randolph, Wisconsin. All replies fidential 





MILLWORK SUP’T & DRAFTSMAN 
30 years experience; detailed and stock mill- 
well, Production man. A-| Reference. Address 
Box V-42, Ameri Lumb Inc. 





~~ MILLWORK—DETAILING 
A firm of millmen with years of experience 
offer a detailing and designing service. Guar- 








MILLWORK 
DETAILER AND BILLER 


Ee vi A Li 





P g shop drawings 
and material lists of architectural wood- 
work for sc , hospitals, churches, 
etc. Give complete regard- 
= 1 experience, age, and av it 
when repl . Permanent position ons 
top pay for capable man. Excellent 
opportuni with a well established 
(since 1907) and fast growing concern. 


Kaaz Woodwork Co., Inc. 
Leavenworth. Kansas 





HELP WANTED 





Immediate rtunity for man experienced in 
building supply. to invest and t responsible 





LARGE manufacturer and distributor in Inland 
Empire wants an aggressive man in Sales 
Dept. who is a ood Promoter particularly 
direct wholesaling our own plants. The 
oper man who can promote will have excel- 
ent opportunities to make good salary and 


tion is . 
pos! a permanen t. Write caby, _fddvens 





E ri Ai i 1 





P to call on con- 
tractors and project builders. Excellent oppor- 
tunity with progressive organization in central 
New Jersey. Trilco Terminal, Box 415, Toms 
River, New Jersey. 





Wanted — Manager or assistant manager o 
smal] retail lumber yard in Central sit 
State age. experience, salary expected. Give 
references and mention how soon c ange can 
be made, Olfers good o portunity for youn 
man who knows lumber business and is will, 
ing to work. Address Box X 30, American 
Lumberman, Inc. 


MILLWORK 
ESTIMATOR AND SALESMAN 


Capable of taking off special millwork 

items from architects’ elon and speci- 

arr ot ont og. thoroughly familiar 
0° 

& Door Lists. Give compl vy _ 

regarding experience, age, and avail- 


ability when lying. 
gormgnent fitlon tor an” ne 








-xcellent opportunit with a: ab. 
lished (since 1907) and it ose 


concern. 


Kaaz Woodwork Co., Inc., 
Leavenworth, Kansas 





Wanted: Auditor for a group of ret 

Missouri, Kansas and Oklahoma. Good Rn 
expense and car furnished. Must be free to 
travel. Give full information and recent photo- 


raph first | a . 
a agg Address X-39, American 


BUILDING MATE LES - , 
lehed whales on = 1 hes ae. 
oung man, 25.35, + limi 9 
ome dealers in » Ohio wat toe 
Indiana. Car furnished. Apply by letter giving 
full details of background and references. The 


Pet 
—, oy Company. Hulman Building, Day- 











Two experienced lumbe lesm 

work established territory. Prefer Bam KL 
or Fie mg Chicago's North Side or Suburbs 
Salary op. a ny flee —y . 
pany. asia S. Vincennes Tee. Chleege th, 
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in small established business. Write 
Box X-49, American Lumberman, Inc. 


SALES MANAGER AND SUPERVISOR 
(Cincinnati, Ohio, area) 

A good opportunity for a practical, experi- 
enced man who can produce and sell] hous- 
ing in the low and medium-priced field. Must 
have background and understanding of small 
home design, planning. construction and mar- 
keting. You can become a partner with one 
of Cincinnati's most prog e organizations 
in this field. State schooling, peri ref- 
erences, age and salary desired. Address 
Box X-47, American Lumberman, Inc. 


Wanted: Sapotionend special millwork esti- 
mator for old established company. Address 
Box X-48, American Lumberman, Inc. 
LUMBERMAN 
We need a young man with at least three 
ears experience in the building materials 
usiness. We would prefer a man with ex- 
perience in a metropolitan yard, doing a good 
size retail volume or man with experience as 
small town yard ger. int ted, ad- 
dress your reply to the Whelan Lumber Com- 
panne ox , Topeka, Kansas. giving all 
pertinent information about experience, educa- 
tion Jamily status and present salary. 


SALES MANAGER 
A retail line yard compare with headquarters 
in Fort Worth, Texas, is establishing the posi- 
tion of sales manager. Travel throughout the 
line required. Sales manager must be able 
to establish sales training program and work 
closely with all pany p 1 ri- 
ence with general hardware lines desired but 
not absolutely ial. Outside and store 
sales experience is required. Headquarters 





























teed results. Reasonable Cost. Excellent 
service. Address Box R-59, American Lumber- 
man, Inc. 





MILLWORK DETAILING SERVICE 
Special and stock details. Also Plan listing 
and estimating. is service available at 
reasonable charge. one and delivery it 
in Detroit area. Address Box X-46 American 
Lumberman, Inc. 





Millwork Estimator and Sal 25 years 
experience in custom made and stock millwork. 
Central Midwest preferred. Box X-42, Ameri- 
can Lumberman, Inc. 





SALES MANAGER with large distributor or 
manufacturer of building supply products. 
College graduate, age 35 with sound experi- 
ence in sales, purchasing and management, 
resently employed as general manager of 
Puilding supply concern. Address Box X-55 
American Lumberman, Inc. 


Lumber and Plywood salesman seeking con- 
nection with good wholesaler, and/or Mill, to 
cover Midwest. Will relocate, well acquainted 
with both retailers and industrials, for further 
information address Box X-57, American Lum- 
berman, Inc. 





SALES REPRESENTATIVES 
WANTED 





Wanted—Representatives calling on_ Lumber 
Yards, rdware jobbers and Furniture 
Manufacturers to sell an excellent line of Steel 
Folding Legs. Legs attach easily to any table 
top to make tables to any specifications. 
All-Luminum Products 
3th & Reed Sts. 
Philadelphia, Pa. 


Expanding distribution of i aluminum 
horizontal sliding window offers excellent op- 
portunity for several men now selling windows 
or other items to Building Specialty Dealers. 
uality product, new features, high earnings. 
an be handled as addition to present lines. 
Write Box X-52, American Lumberman, Inc., 
with all details of present lines, territory 
covered, types of dealers and experience. 








METAL MOULDING SALESMAN 

Full time or side line. To call on linoleum — 
hardware — furniture stores — cabinet shops 
— manufacturers and wholesale distribut 

Representing Manufacturer of complete quality 
line of aluminum and stainless steel mould- 
ings. Exclusive territories open. National 
Aluminum Company, 1132 Alum Creek Drive, 
Columbus 9, Ohio. 


MANUFACTURERS AGENTS to handle out- 











will be Lubbock or Fort Worth. App 
submit full resume of background and ex- 
perience and salary expected in first letter or 
reply. Address all replies to P. O. Box 1539 
Fort Worth, Tex. 





Manager—Industrial and Car Material Sales 
needed by large Portland manufacturer and 
wholesaler. Under 50. experienced, acquaint- 
ed with buyers and mills. Sala us, 
excellent opportunity Portl ce. Address 
Box X-50, rican Lumberman, Inc. 











SITUATIONS WANTED 


HARDWOOD LUMBER INSPECTOR — experi- 
enced Domestic and Pacific Hardwoods desires 
positi Inspector or Yard Foreman. Relo- 
cate anywhere. References. Address Box X-45, 
American Lumberman, Inc. 











Position wanted as manager or salesman, 
fully experienced in all retail line yard work. 
Now employed but could be available in 3¢ 
ays. an { ish ref s. 1 rel "i 
anywhere. Address Box X-43, American Lum- 
berman. Inc. 


Thirty years’ experience in lumber and mill- 
work wishes management of large or small 
yard or superintendent and auditor of group 
of vers. Address Box X-53. American Lumber- 
man, Inc. 





ding. low-cost factory-assembled, carton- 
packed awning type (convertible) wood win- 
dow. Ready market assures big volume for 
aggressive ogent with solid following with 
sash, door, lwork jobbers. Address: P. O. 
Box 374, Sta. D., Cleveland 27, Ohio 


SALES REPRESENTATION 
AVAILABLE 


MANUFACTURERS’ AGENT — Calling on all 
‘umber and building supply dealers in New 
York, New Jersey, western Connecticut, eastern 
Pennsylvania, ryland, D. C., and Delaware 
can handle an additional item, millwork, build- 
ing specialties or builders’ hardware, on com- 
mission basis. Eight men on the road. Address 
Box X-41, American Lumberman, Inc. 


Additional Line Wanted : 
on distributor basis by successful, top-flight 
organization covering Wisconsin, Upper Michi- 

an and Wi 7 A 1 onus 7 __ , 
ardware, and paint. Norcraft—134 E. Juneau. 
Milwaukee, Wisconsin. 


LUMBER & DIMENSION WANTED 


Will contract output of medium sized mill 
(Fir, Hem.) present cut or 1955 production. 
Will advance in pile if insurable. P. O. Box 
662, Saginaw, Michigan. 
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WANTED — RAILS 


BUSINESSES FOR SALE 


USED MACHINERY FOR SALE 





An ht 

wei a tonna 

W. H. DYER CO.. INC. 

2111-A Railway Moxcke Bidg., St. Louis 1, Mo. 





STEEL RAILS 
16#, 204. 25H. WH, ISH, St and Heavier. 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 


FOR SALE: Sawmill, Col d 

ued $38,000. 35 million feet ‘ee a Fn 

Ye Bob Bader, 142 Broadway, Denver 3. 
olerado. 





FOR SALE 
Lumber yard and Be ww 


Ohio, s oo 


millwork plant in 
in schools, churches, large 
buil Cc 





BARS, Bey and Relaying 
480 Lexington Ave., New York, N. Y. 





BUSINESSES WANTED 





Two men, early forties, seek to purchase small, 
active retail lumber yard. Prefer location in 
Pennsylvania or New Jersey. Would consider 
managing yard with purchase privilege upon 
retirement of present owner. We have a solid 
background in all phases of retail operation: 
estimating. bp oe sales, credits, ac- 





an 
Janu 2, 1955. If you are interested, please 
Jenner us through box number V-49, American 
Lumberman, Inc. 


Wanted to Buy—Lumber yard in Northern 
Illinois. Cash deal. Private interview will be 
arranged goomety. Address Box X-54, Ameri- 
can Lumberman, Inc 


Experienced lumberman, age %, college 
graduate with sound background in sales, pur- 
chasing and management wishes to purchase 
lumber yard in northeast or midwest. Will 
consider management basis with moderate 
down payment and suitable financing. If you 
wish to retire, consider this proposal. Address 
Box X-56, American Lumberman, Inc. 





BUSINESS OPPORTUNITIES 





FOR SALE 


Exctusive right-of-way over a very large area 
which is the only logical and practical way 
to remove a vast amount of timber consisting 
of fine Pine and Fir timber in Northern Califor- 
nia. Approximately one and one-half billion 
feet. Off the highway trucks can be used all 
the way to R. R. and/or Mill site. Address Box 


T-28, American Lumberman, Iac. 





BUSINESSES FOR SALE 





For Sale or Lease leng established retail 
lumber yard in presperous Recky Meuniain 
area. Ample sheds. yard _—" trackege and 
ponies. ully equipped, excellent accounts. 
nventery approximately $130,000. Fixtures and 
oqupaest s proximately $20,000. Will sell or 
retai $40,000 accounts receivable. §200.000 will 
handle. Address Box V-61, American Lumber- 
man, Inc. 


FOR SALE 
Yard in eastern Nebraske town, )ocated in 
rich farming comm — Comparatively small 
investment will han Owner wishes to 
man, Ince Box V-62, American Lumber- 
man, Inc 


For Sale: Retail Lumber ans ‘Buildin Supply 
ve located in Northern Wisconsin 5 A 

esort trade. Priced for quick sale. If tw 
quted write Box X 
ne 


33, American Lumberman, 


YARD FOR SALE 

RETAIL LUMBER, hardware & coal yard. Coal 
unloading to dump truck equipment on the 
L&L R.R. Co. Fifty miles south ef Cincinnati, 
Ohio. Good profitable yard. Been in business 
for 40 years. Will sell with inventery or with. 
ng idress Box V-63, 
ne. 





BUILDING Propucts MERCHANDISER 





plete woodworking machinery in t e0-story 
uilding. Lumber storage, masonry construc- 
Sabeal siding. Good ord otto e "Contpettion 
railroa order file. on 
limited in this area. Address Box V-64, Ameri- 
can Lumberman, Inc. 








Lumber yard in small town in poet Illinois. 

d farming eT Handling lumber, 
few 1... 9 material = coal. 
Good buil deg ent. Room for ex- 
pansion. Radeon 9 Box X 21, American Lumber- 
man, Inc. 





For Sale: Small lumber, millwork, and building 
supply pe = Northwestern pasnaereare. 
Owner reti hance to make none, 5 
dress Box X 22, American Lumberman, Inc 


RETAIL LUMBER YARD 
Located on West Coast of Florida near the 
new St. eg kyway Bridge. City popu- 
lation of 30,000 aupost — yard in clty. 
Sales over $1,000, annually. Owner must 
retire. Require 100,000 to 150, —balance easy 
terms over pe vears to Lumber parties. 
Address Box X-60, American Lumberman, Inc. 





RETAIL LUMBER Yard, Planing Mill, Builder's 
Supplies, Paint, Hardware. and Sundries, Land 
and Equipment, three blocks from Court House, 
Count a town 7000 Pop. doing yearly vol- 
ume $100,000.00 to $150,000.00. North central 
ww B, in Lake section near South Bend and 
Peru, Indiana. Can be sold either with or 
without a eatgeens Terms might be arranged 
with proper ties. Possession after October 
31, 1954. Address Box X-44, American Lumber- 
man, Inc. 


Lumber and Building Material business, with 
railroad siding, in a fast growing community, 
and two paved streets, 25 miles from Chicago. 
Address Box X-45, American Lumberman, Inc. 


PROMPT SHIPMENT 








NICHOLS ALUMINUM STRAIGHTLINE 
CORNERS FOR BEVEL SIDING 


7¢ resale 
8¢ resale 
9¢ resale 
9¢ resale 
1l¢ resale 


NICHOLS ALUMINUM ROLL VALLEY 


14” 50° Solid $13.00 resale 
20°’ 14.55 resale 
28°" 20.25 resale 
NICHOLS NEVER-STAIN ALUMINUM NAILS 
(sealed boxes with tear strin 7 ore ner) 
$75.00 ORDERS FREIGHT P 


(Selling only to dealers) 


HOSKING PAPER & SUPPLY 
. O. Drawer 43 Wilmette, Il. 


Wex6 





USED MACHINERY FOR SALE 





MACHINERY FOR SALE 
16° Erie HRT 125 ibs. pressure boiler. 
100 H.P. Shinner Steam Engine 
200 H.P. Hercules truck engine 


600,000 B.T.U. Lennox Space heaters. 
(Govt. surplus, were used to heat barracks) 


34° Webb platform scales. 

90 H.P. Bruce-MacBeth natural gas engine. 

75 KW Ideal-240 volt A.C. 3 phase generator 

7x7-Frick ammonia compressor, type G. 
SHAWNEE PEANUT COMPANY 


Box 109 Phone 4686 
Shawnee, Oklahoma 


ENTIRE BAND MILL WITH RESAW 
FOR SALE 


l—Left hand 8" Filer & Stowell Band Mill for 
14” saws. 

1—4 Block 52” opening Filer & Stowell Leit 
hand sawmill carriage with 7 trucks steams 
set works with receding attachments , with 
12 x 42 steam gun feed with 10° x 12" x 5 
Filer & Stowell Steam nigger. 

1—72"' Filer & Stowell Band resaw for 10" 
saws. 

1—84" Filer & Stowell heavy duty right hand 
edger with 4 roll feeds. 

1—13 saw Filer & Stowell overhead trimmer 
with 24” saws. 

1—26" x 48" Filer Pn Stowell Corliss engine 
with 18° by 42° fly wheel. 

All other equipment nogeaoery for 
operating Saw Mill. 


Complete boiler house (Boilers are old). 


Apply Schwin ughes Ay ae Company. 
Inc., Plaquem' Cc. K. Schwing. Pres. 





LUMBER & DIMENSION 
FOR SALE 





Kiln Died Douglas Fir Industrial Cl 
tandard sizes through 16/4 


Also 


Extension Ladder Rails 
Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 


Inquiries answered promptly: 


Al Clements Lumber Co. 
P. O. Box 908 
Eugene, Oregon 


Phone 5-3317 TWX EGOS 


Subject to prior sale, we offer the following: 
4.700 Bd. Ft. ra > x l/,"", lst Grade Maple 
Flooring. KD & 


26,400 Bd. Ft. 25 iy x l,"", 2nd Grade Maple 
Flooring, KD EM 


3,072 Bd. Ft. as x IA", 9rd Grade Maple 
oe rig? Ll EM 

8.300 Bd. 25/32 x Wet Ist & 2nd Grade 
Beech Plesres. KD & 


VIRGINIA OAK FLOORING CO., PULASKI, VA. 


Cedar Poles 


20 ft. to 35 ft. Can be cut to specifications. 
Write Box X-59, Inc. 








MISCELLANEOUS 
FOR SALE 





CARPENTERS APRONS 
Write for prices and infermatien. 
THE MINNESOTA SPECIALTY CO. 





ADVERTISING YARDSTICKS 


Rassweod, Zcelor. Same as l-coler. 
‘Alse Paint Paddles. shipment. 


156 Se. " Matroe Rve an 


ADVERTISING SPECIAL! 
Retractable Ball Point Pens — clip release, 
gilt top. assorted colors Toe 4-line advertise- 
ment — $43.20 30¢ each). Universal 
Enterprises, Box Pee Gaivorton, Texas 


Close Out on Pon. Pine Combination Doors— 
20%, off the Modular List, Delivered. Have ap- 
roximately 1600, He to omens? Screens. 
lso Barn Sash—at a0, 5% off. And Base- 
ment Comb. 10 & 10 Address Box X-5S8, 
American Lumberman, 4 
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THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 
SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN Forest Propucts LIMITED 


EBURNE SAWMILLS DIVISION 
VANCOUVER, B.C. 











USE THIS BLANK 


“WHAT'S NEW!” 


Ate Se ons ae es oe ee 


20 21 22 23 24 25 26 27 28 29 30 31 32 33 M 35 % 


“What's New” Items 


38 39 40 41 42 43 44 45 46 47 48 49 50 51 52 53 54 


56 57 58 59 60 61 62 63 64 65 66 67 68 69 70 71 72 


AB AC AD AE AF AG AH AJ AK AL AN AO AP AQ AR 
. BB BC BD BE BF BG BH 8) BK BL BN BO BP BQ BR 
Advertised Products cB CC CD CE CF CG CH CJ CK CL CN CO CP CQ CR 
DB OC DD DE DF DG DH DJ DK DL ON DO DP DQ OR 

eB EC ED EE EF EG EH EJ EK EL EN EO EP EQ ER 

FB FC €FD O€UFE «€FF O€FG «€©FH OFS «OPK OFLOOFN «FO 6OFP FQ OFR 

GA GB GC GD GE GF GG GH GJ GK GL GN GO GP GQ GR 

HA HB HC HD HE HF HG HH HJ HK HL HN HO HP HQ HR 

JA 3B JC JD JE SF JG JH JJ SKK JL IN JO JP JQ IR 

KA KB KC KD KE KF KG KH KJ KK KL KN KO KP KQ KR 
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ADVERTISERS’ IND (89) Farrin Lbr. Co., The M. B Pack River Sales Co 
EX (BR) Flush Wall Radio Co : Patterson-Sargent Co., The 
(CA) Frost Forest Products Div., 
Olin Industries, In: 

(AA) Acme Steel Co 
(A8) Air-King Mfg. Corp ; e 
(AC) Alberta Forest Products Assn 
(AB) Anaconda Copper Mining Co Poy : “4 
(AE) Appalac hian Hardwoods — sh ee ae 
(AF) A.R.B. Window Sales Co 5 (CD) Hamer Lbr. Co., J. P : 

(CE) Hassall, Inc., John 7 Saturday Evening Post 
(AG) Bemis Hardwood Lbr. Co Sa « 26 (cr) ge lee a K 36 oes rans 6 Bane 
(AH) Blue Mountain Mills .. 5 (C6) Hoenig Plywood Corp Mibernagel, Geo. J... co ; 
(AJ) Brown & Co., Inc., Ge Wes (CH) Holt Hardwood Co Pi . Soderberg Lbr. Co., Inc., Carl E., 

, ’ . ‘ ta ti ‘ Stewart Iron Works Co., 

(AK) Bruning Brothers, Inx 76 SRG BRO cdc>> 


Sun-Sash Company 


(C8) Goldblatt Tool Co..  Ziliell Republic Steel Corp... 
(CC) Graham & Co., Inc., John H ; i Reynolds Metals Co 


AL sunyan Lbr. Co., Paul.. 73 
(AL) yan ss (CJ) Ideal Brass Works, In« E (ee) ’ . 1 
(CK) Infra Insulation, Inc... 2 ec (889 Superior Lbr. Sales Co 

(AN) es, porate Sagar & Western (CL) International Harvester Co 

‘ine Agency ne e+e § 

y, : o* (84) 04Tannewitz Works . o' eevee 

(AO) Canadian Forest Products, Ltd.. (ES) Tarter Wobotet & Johns Inc 
(AP) Celotex Corp., The ‘ . 16 (CN) Jasco Aluminum Products Corp (EK) ng oe ‘- d . i. a es 
(AQ) Cherry River Boom & Lbr. Co ‘ (CO) Johnson Lbr. Corp., C. D (EN) Twin Hart ies it, 
(AR) Cheyrolet Div., General Motors ita are 

Corp aad i -37 - - ‘ 
(BA) *hicopee Mills, Inc., Lumite Div 5 (CP) Kimberly-Clark Corp 


(BB) ‘hi-Namel Paint & Varnish Co (CQ) Kwikset Sales & Service Co tO) S. Gypsum Co 


anh (EP) !, S8.-Mengel Plywoods, Inc 
(BC) osures, Inc . h (EP) J Plywood Corp 
(BD) ‘olorado Fuel & Iron Corp oe8 (CR) Lightsey Brothers ............. 
(BE) ‘risp Lbr. Co., M. E , e° 26 (DA) Lumbermens Mutual Casualty 
(BF) ‘rossett Lbr. Co., Co a* weer o° oceneess 
Div. of The Crossett Co 
Supples Products Corp 
~ erner th = 8 . =e (DB) Mack Trucks, Inc : : co. (FA) Wales Lumber Co.. Ce ae bone ee 
(0C) McCracken & McCall, Inc........ (F8) Weidman, Ine., J. Stanley 83 
(DD) Menge! Co., The, Door Dept......25 (FC) Wendling-Nathan Co. . 74 
(BJ) Devoe & Raynolds Co., In t (DE) Menominee Indian Mills es 5S (FD) Western Products, Ine 27 
(8K) DeWalt, Ine , 2-43 (DF) Mohawk Flush Doors, Inc 54 (Fe) Western Wholesalers 74 
Donley Bros. Co., The.. + 6 (86) Mowbray & Robinson Lbr. Co... .26 (FF) Western Woods, Inc 74 
Dor-Set Corp., The . (DH) Mower Lumber Co., The (FO) Willamette Valley Lumber Co... .67 
Duncan Lbr. Co., Inc... ‘ (FH) Wood Conversion Co 48-49 
Durham Co., Donald on (FK) Wood-Mosaic Co., In¢ 26 
Duro Metal Products Co (DJ) Neils Lbr. Co., J.. , +s ueun (PL) Wood Products Co 


(ER) Van Valer Lbr. Co 
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J, STANLEY WEIDMAN, INCORPORATED | ALIFORNIA 


WEIDMAN MILL SUGAR & WESTERN 


PINE AGENCY, INC. 
DURANGO, COLORADO #1 MONTGOMERY ST. 


SAN FRANCISCO, CALIFORNIA 


SUGAR Pattern Lumber 
Manufacturers of Superior | 8 a Fon E prvects and 


High Altitude California Ponderosa Pine 
ENGELMANN SPRUCE LUMBER Mouldings one Stock 























classified 
advertising ... 


is the quick, economical way to find what : 
you're looking for. Check the classified pages each delete 
and every issue—you'll find column after column ~ STEPS 
offering real business opportunities. 

. and it’s a sure way of disposing of used equip- ae 
ment or it can help you to find competent person- 
nel or a choice business for sale! Every other 
Monday copies reach some 25,000 interested per- 
sons in American Lumberman’s nationwide distri- 
bution. Check the classified pages for rates in this oo. oe - ‘ ; : 





T A PLEASURE TO OPERATE A TANNEWITZ HIGH SPEED BAND SAW 











BuILpDING Propucts MERCHANDISER (To obtain more data on advertised products see page 82 
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FIRST all the way 
IN LPG POWER 


ne a 
Bise--- 


: f C 


ee oe ig! 


(mz 


INTERNATIONAL RP-160 Series with LPG 
power and stake body. GVW ratings, 14,000 to 
17,000 Ibs. 130, 142, 154 and 172-inch wheelbases. 
Famous Comfo-Vision cab with Sweepsight windshield. 


International Harvester was first to develop safe, 
factory-installed LPG truck power. 


First to offer such a wide range of LPG models, 
from 14,000 to 90,000 lbs. GVW ratings. 

First to receive the Underwriters’ Laboratories 
listing — all safety features required by UL. 


More and more truck owners are turning to 
LPG-powered INTERNATIONALS for more efficient 


power and lower maintenance costs —and for the 
long life and proved performance that has made 
INTERNATIONAL the heavy-duty sales leader 22 
straight years. 

Let LPG-powered INTERNATIONAL trucks help 
lead you to lower maintenance costs. Ask your 
INTERNATIONAL Branch or Dealer for a demon- 
stration. Your trade-in may cover the down pay- 
ment. Convenient terms arranged. 


INTERNATIONAL HARVESTER COMPANY ¢ CHICAGO 


international Harvester Bullds McCORMICK® Farm Equipment and FARMALL® Tractors...Motor Trucks 


.. Industrial Power...Refrigerators and Freezers 


Better roads mean a better America 


INTERNATIONAL TRUCKS 


(To obtain more data on advertised products see page 82) 


Standard of the Highway 
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And it’s the win- 

ning answer to your cus- 

tomer’s preference for walls and 

built-ins of wood where kitchen, dining and 
living areas merge in a single, over-all deco- 
rative scheme. Beautiful, too, because the 
wood’s attractive figure is strikingly brought 
out by transparent finishes and its Satin-like 


surface stays free from raised grain. 


Call our nearest representative, or address: 


Crossett supplies th’s eye-and-sales-appeal paneling 

2 0 S S FIT LU M v FE R in a choice of popular patterns, together with stand- 
ard 8000 list trim and mouldings. Can load with 

COMPANY sheathing, dimension, WOLMANIZED* treated lum- 


A DIVISION OF THE CROSSETT COMPANY ber and Royai Oak Flooring. 
CROSSETT. ARKANSAS *Reg. U. S. Pot, Off 


SATIN-LIKE 





LUMITE PLASTIC SCREEN CLOTH 


NOW RETAILS AT | 
only BQPE versa ft, an gc 


Contact your local jobber or write: LUMITE DIVISION, Chicopee Mills, Inc., 47 Worth Street, N.Y. 13, N.Y. 





